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The General Convention Committee has practically 
completed all of its plans for the coming convention and 
is now engaged in smoothing out the details so that 
everything will move along without a hitch. 
In order that you may become acquainted with the 
chairmen of the different committees, and know better 
how to approach them in your correspondence regarding 
the different matters you may have to take up, we are 
showing them to you on this page. 

There is Mr. Driver, chief driver and boss of all the 

section gangs. 


Mr. Palmer will see to it that you get a good room at the 
hotel---if you register in time:---will look after your registra- 
tion and railroad certificate; and will see that you are 
properly decorated with the official insignia. 

Mr. Wolfe will exhibit everything anyone arranges to have 
him exhibit, all the way from compound geared, high-speed 
mechanical bookkeepers to the forms you have found most 
satisfactory in the prosecution of your charge office routine. 
Mr. Slater, together with Miss Radcliffe, Miss Branyan and 
Mrs. Howard, is going to try to amuse and edify you---also 
including the ladies of the party. Just how, we don’t fully 
know, but the samples submitted are some samples. 

Mr. Usher will fasten on the feed bag. Be sure not to eat 
a heavy lunch Wednesday noon, June 14th. 

Mr. Pegram will decorate the whole works and make the 
place look like a regular convention. 

Mr. Adams will provide the mazuma,” kale and shiny obols 
with which to pay the local bills. 

Mr. Gray---well, he’s always around. Outside of operating 
the best credit clearance bureau on the map, and being 
secretary of the Retail Merchants’ Board, he hasn’t anything 
to do. Just for that we put him in with the rest. 

All Mr. Walter has to do with it is to sit back and watch 
the other poor devils work and then tell you all about what 
they are doing. 


President Nelson wants this to be the most successful 
convention the National Association has ever staged. 


Let’s back him to the limit. 
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Worrying About Your 
Collections? 


There is no longer any need for losses from bad accounts. The ‘‘Automatic 
Collector’’ and a membership in The United Creditors of America provides 
a means for collecting practically a// your bad accounts, no matter how old, 
but what is more important, its use prevents the accumulation of bad accounts 
in the future. 


The ‘‘Automatic Collector’ is not to be compared with ordinary form letter 
collection systems. 


Isn’t the fact that we are willing to let you pay for the ‘Automatic Collector”’ 
and membership in this Association, out of the results obtained, sufficient 
assurance to you that there Js a difference? 


Why delay? There is no risk involved. Send the coupon today. 


All money remitted direct to you. 


Members from —_—— 
| Coast to Coast § 


General Offices 
5th floor Woodruff Building, Springfield, Mo. 


COUPON 






A National 


Organization 


United Creditors ot America, 
Springfield, Mo. 
Send the ‘‘Automatic Collector” and membership card. We will use same according to 


instructions. When we have collected $120.00 we will promptly remit $22.50 covering full cost 
of the Automatic Collector and Membership in your Association. 


Firm Name 





Address 





Ordered by 
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How Gilchrist Company i. 
» * be d 
handled its biggest sale | “ 
from 
° ° ° busi 
N November 26th, 1921, the Gilchrist Co. in Boston broke all records os 
and did the biggest day’s business in its history. It was the annual cept 
Sales Manager’s Record Day. a 
The volume of business was 18% larger than last year. Some of the confi 
increases of sales in individual departments were notable — infant’s wear 47%, end 
umbrellas 35%, trimmed millinery 78%, men’s furnishings 77%. lems 
The smoothness of the service with the new automatic central station - 
was a surprise to the Gilchrist executives. It was the best they ever had. hanc 
Time tests showed the service to be running regularly between 30 seconds and - 
. . exh 
a minute in all parts of the store. lect 
The picture inserted in the advertisement above shows Gilchrist’s ‘ 
efficient credit handling system. All charge transactions are brought to these li 
charge authorizers located at one end of the central desk. They consult the this 
convenient charge records, and almost in a jiffy the O.K.'d slip is being “ 
returned to the clerk from which it originally came. T 
A special line direct to the Credit Department takes any doubtful charges rs 
to the Credit Manager in a few seconds and returns them with his O.K. and 
equally quickly. = 
rin 
Gilchrist’s experience with the Lamson system is typical. Merchants 0 
everywhere who are using the new Lamson automatic tube and cable stations lhe 
. . ° . wir 
are setting up new records for quick and economical handling of charges. Cha 
Co., 
THE LAMSON COMPANY as 
BOSTON, MASS. 
Branches in principal cities - 
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THE VALUE OF CONVENTION 
ATTENDANCE 


Of course you’re going to the Cleveland 
Convention! You can’t afford to overlook 
its value to yourself and your firm. 

Here the credit problems of the entire 
country will be discussed, new methods will 
be developed, new ideas promulgated. The 
addresses and discussions at every Conven- 
tion contain a wealth of information gleaned 
from the actual experiences of practical 
business men like yourself. 

The Group Conferences will present ex- 
ceptional opportunities to meet the men in 
your own line of business and to discuss with 
them the special problems which are perhaps 
confined to your own line. Here also, you 
will hear good, common sense, instructive 
addresses by men who face the same prob- 
lems you are facing. 

The exhibits will be complete and com- 
prehensive. All the latest equipment for the 
handling and simplification of credit office 
work will be shown. There will also be on 
exhibit credit office forms and effective col- 
lection letters and methods, contributed by 
members from all over the country. 

It will be well worth while for every 
retail merchant to send his credit man to 
this Convention. The added experience and 
knowledge of credits gained will more than 
compensate for the slight expense involved. 

The benefits you'll derive by going to this 
Convention can not possibly be measured in 
terms of dollars and cents. The new ideas 
and the added enthusiasm you will gain by 
attendance will be working for you and 
bringing returns by this time next year. 

Of course you’re going! You can’t afford 
to miss it. Grab a telegraph blank now, 
wire your hotel reservation to R. L. Palmer, 
Chairman of Reservation, clo The Lindner 
Co, Cleveland, and sign yourself up for 
four days of inspirational good fellowship. 


WISCONSIN CONFERENCE 


The credit men of Wisconsin held their 
annual conference at Milwaukee, May 8th. 
At the time this issue went to press no re- 
Port had been received. Full report will be 
published in the June issue. 





EDITORIAL 


OFFICIAL ELECTION NOTICE 


At our National Convention in Cleveland, 
June 12 to 15, the following Officers are to 
be elected: 

President. 

First Vice President. 
Second Vice President. 
Also Five Directors. 

Following are the Directors whose terms 

expire: 
Irving C. Brown, Newark, N. J. 
A. D. McMullen, Oklahoma City, Okla. 
Adolph Grasso, San Antonio, Texas. 
H. J. Burris, Kansas City, Mo. 
C. M. Reed, Denver, Colo. 

Mr. Brown and Mr. McMullen have 
served three years. Mr. Grasso and Mr. 
Burris two years and Mr. Reed one year. 

Following are laws governing selection of 
Officers and. Directors: 

ArTICLE VIII—NomMINATIONS, ELECTIONS AND 
FILLING VACANCIES 

SEcTION 1. (a) The President, Vice- 
Presidents and Directors shall be elected by 
secret ballot at Annual Convention in the 
following manner. On the first day of the 
Convention, Committee, consisting of eleven 
members, shall be appointed by the Presi- 
dent, to be known as the Nominating Com- 
mittee. 

(b) Two of the members of this Com- 
mittee shall be selected from the list of ex- 
presidents, in the order of their most re- 
cent retirement. One of them shall be Chair- 
man of this Committee. The remainder of 
said Committee shall be selected from va- 
rious parts of the country as the President 
may deem advisable. 

Sec. 2. (a) Said Committee shall present 
to the Convention one or more names for the 
offices of President, Vice-Presidents and Di- 
rectors. In selecting the candidates for Di- 
rectors, the Committee shall exercise care in 
a proper distribution of 
throughout the country. 

(b) Nominations for Directors may be 
made in writing to said Committee, by a 
majority of the delegates from the state in 
which the nominee resides. Such nomina- 
tions must be included on the official ballot. 

(c) These nominations shall be announced 
during the Convention and posted in the 


directorships 


Convention Hall, on the third day of the 
Convention. 

(d) Nominations for President, Vice- 
Presidents or Directors may be made from 
the floor of the Convention at any time be- 
fore nominations are finally declared closed, 
immediately preceding the balloting. 

(e) The balloting shall occur during the 
fourth day of the Convention. 

Sec. 3. The President and Vice-Presidents 
shall be elected for one year terms. Each 
of these officers must be a Retail Credit Man 
or an Executive of a retail establishment, 
who has supervision of Retail Credits, at the 
time of his election. 

Sec. 4. The Secretary and the Treasurer 
shall be elected for one year by the Board 
of Directors, at its first meeting following 
the Convention, and said offices may be filled 
by one person at the discretion of the Board. 

Sec. 5. (a) At the Annual Convention, 
five Directors shall be elected for terms of 
three years each, from and after the date 
of their election, or until their successors are 
elected and qualified. No person who has 
served a three-year term as Director shall 
be eligible to re-election at the Annual Con- 
vention occurring at the close of said term. 


FIRST NEW ENGLAND CONFERENCE 
The first New England Conference of Re- 
tail Credit Men was held at Worcester, 
Mass., May 10. Up to the time of going to 
press a report of the Conference had not 
been received but the following telegram re- 
ports it as a huge success: 
Worcester, Mass., May 10. 
David Woodlock 
Retail Credit Men’s National Associa- 
tion Southern Pacific Bldg. St. Louis, Mo. 
First conference of New England Re- 
tail Credit tremendous success big at- 
tendance and they voted unanimouly to 
have all New England join with Prov- 
idence in their invitation to have the 
next convention of Retail Credit Men’s 
National to Prov- 
idence. Good luck see you in Cleveland. 
(Signed) Louis McMahon & Sidney 
Blandford. 
A complete report will be published in the 
June issue. 


Association come 








The Credit World 





NEWARK HOLDS LIVELY MEETING 


The Associated Retail Credit Men of 
Newark, New Jersey, held a very inter- 
esting meeting on April 20th. After an ex- 
cellent dinner, President Fleming introduced 
National Secretary Woodlock, who spoke on 
the value of Credit Associations and the 
need for more activity among members. 
Director Brown 
told how he had taken out a membership 
for seven members of the Credit Department 
of the Bamberger Company in both the local 
and National Association, and urged stores 
with a number of divisional credit men or 
assistants to follow the plan. A Member- 
ship Committee was appointed to double the 
Newark membership before June 1st. 

Mr. A. H. Meyer of the Bamberger Com- 
pany, gave an instructive and interesting 
talk on collections, followed by a Quiz of 
all those present. 

Mr. F. J. Jacobson of J. Lisner & Sons, 
talked on the value of membership and how 
to get the most out of it. 

Mr. Wm. Sherman Rauch of the Service 
Division also spoke advising an intensive 
membership drive. 


Following him, National 





IMPORTANT NOTICE: CLEVELAND 
CONVENTION 


In order to gain the full benefit from the 
one and one-half fare rate which the rail- 
roads have contingently granted, delegates 
are asked to buy a ONE WAY ticket at the 
same time obtaining from the ticket agent 
the CERTIFICATE issued in favor of the 
Retail Credit Men’s National Association 
Convention beginning June 12th. These 
Certificates are to be presented to the Con- 
vention Registration Clerk, NOT HOTEL 
CLERK, on the Mezzanine floor, at the time 
your Convention credentials are established. 
When 350 or more of them are in, they will 
be validated by the Local Passenger Agent 
and returned to the delegates as good for a 
half-fare ticket to the points from which 
they came. Please note: LET EVERYBODY 
ask for a Certificate so as to be sure to 
bring the total up to the desired number. 
Not all Delegates will return home by the 
same route and might not think to ask for a 
Certificate, knowing that they would not be 
able to use it themselves. Get the Certificate 
anyhow. 

PUBLICITY COMMITTEE, 
F. W. WALTER, Chairman. 





LAST CALL! 


Make your reservation for the Cleveland 
Convention NOW! 


The committee cannot guarantee reservations at the headquarters hotel after June 3rd, 
but will see that you are taken care of in a first class hotel. There’s room for all at 


Hotel Cleveland if you make reservation EARLY. 
Fill out and mail coupon today to 


R. L. PALMER 
The Lindner Co., Cleveland, Ohio 


Hotel Cleveland, Cleveland, O., 000 Rooms, 1000 Baths 
Floor Clerk Service, Servidor Service 


Rates Single $2.50, 3.00, 3.50, 4.00, 4.50, 5.00, 6.00, 7.00 
Rates Double $4.50, 5.00, 5.50, 6.00, 6.50, 7.00, 8.00, 9.00, 10.00 
Twin Bed Rooms $6.00, 7.00, 8.00, 9.00, 10.00 Parlor, Bedroom and Bath $12.00 up, one P. 


Parlor, Bedroom and Bath $14.00 up, two P- 


Parlor, two Bedrooms and Baths $20.00 up, three P. 
Parlor, two Bedrooms and Baths $22.00 up, four P. 


per day 





Montb Date 


accompanied 











Single 
Please reserve for me 0 Accommodation at $ 
Suite 
during Convention of Retail Credit Men’s National Association 
Day 
Will arrive in Cleveland 
Mr. 
by Mrs. a 
Signed 
Address 


City & State 
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THE MEMBERSHIP CAMPAIGN oF 
1921-1922 


The following Prizes and Trophies wil} 
be awarded at our Cleveland Convention— 
June 12-13-14-15. 

The Wright Trophy, a handsome Silver 
Vase will be awarded the Local Association 
making the largest gain in MEMBERSHIP 
during the YEAR. This Trophy is now helq 
by the SAINT LOUIS LOCAL and only by. 
comes the property of the Local after it has 
been won three successive years, so far no 
Local has been able to do this. It was 
previously held by Memphis and Cleveland. 

Every Local Association or Individual 

member sending in Ten (10) New Members 
will receive a certificate for refund of 
$10.00 on Expenses to National Convention 
at Cleveland. 
Local Association or Individual 
sending in Twenty-five (25) New Members 
will be entitled to a refund of $37.50 to be 
applied on Expenses to Convention. 

Every Local Association or Individual 
sending in Fifty (50) or more New Men- 
bers will be entitled to a refund of $75.00 
to be applied on expenses to Convention. 

Local Associations may have their entire 
Membership work for these prizes and put 
all new members into the general Conven- 
tion Fund. Where Credit is given the As- 
sociation, we cannot also credit the Individ- 
ual. All applications sent to National Office 
should state to whom credit is to be given, 
so we can keep correct record. 

ATTENDANCE TROPHY—A handsome 
Silver Trophy will be presented the Local 
Association having the largest number of 
delegates registered at the Convention, this 
is exclusive of Cleveland, the Convention 
City. 

STATE CHAIRMEN TROPHIES: 

A Handsome Silver Trophy will be 
awarded State Chairmen as follows: 

1. For State making Highest Percentage of 
Membership Gain. 

2. For State making SECOND Highest 
Percentage of Membership Gain. 

3. For State making THIRD Highest Per- 
centage of Membership Gain. 

4. For State making FOURTH Highest 
Percentage of Membership Gain. 

5. For State making FIFTH Highest Per- 
centage of Membership Gain. 

This contest extends from August |, 
1921, to June 1, 1922. All applications with 
remittances bearing Post Mark up to mid- 
night May 31, 1922 will be counted. 


Every 


SPECIAL NOTICE 

Be sure to ask for your validation certif- 
icate when you buy your railroad ticket t 
the Cleveland Convention. All Railroads 
have granted a fare and a half rate for the 
round trip but you must ask for the certif- 
icate entitling you to this privilege whe 
buying your ticket. Don’t forget to do this 
—whether you are returning or not. This's 
important as the Convention must have 4 
certain number of certificates to obtain the 
round trip concession. 
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| OF THE NORTHWEST CONFERENCE chants of the Pacific Northwest are planning problems of different lines of business will 
SEATTLE, MAY 15 AND 16, 1922 to attend for exchange of views upon be discussed. 
es will EATTLE Credit men are bending every methods and experiences in dealing with The Officers of the Seattle Association are: 
ntion— S energy and giving a large share of their pressing every day problems in the extending President, George R. Raymond; Vice Presi- 
time in iy ad te “gre = —- and handling of credits. Inter-city exchange dent, C. H. Baxter; Secretary, Frank Fos- 
Silver cific ion" ge — are = . 9 eee - of credit information among members of the car; Treasurer, John K. Jameson. These 
ciation Credit Men’s National Association, which is National Association is rapidly being per- ith C- W- Lockard compose the board of 
RSHIP to be held in Seattle May 15 and 16. Re- f ah asp h 4 7 +i gel directors. Chairmen of the committees on 
w held sponses received this early, indicate a large a oe : — Y arrangements are: Entertainment, F. E. 
nly be- attendance from the four Northwest States 8OUPS of States details of arrangements fer Dingley; Program, A. W. Clake; Publicity, 
"it has particularly concerned—Washington, Ore- ¢xchanges are measurably advanced. This Walden F. Muller; Reception, B. M. Shep- 
far no gon, Idaho and Montana. Representatives facilitates extending credit to the good risk. arq- Finance, C. W. Lockard; Membership, 
It was from San Fransico and other cities farther It also operates to the disadvantage of the Prank Foster. 
veland. away have signified their intention to come deadbeat and the bad check artists many of 
ividual to the convention. whom appear to have definite routes of 
‘embers Reduced round trip rates will be offered travel. 7 . ares 
ind of by the railroads to those who attend the Mr. David J. Woodlock, of St. Louis, Sec- OUR LEGISLATIVE COMMITTEE 
vention conference, a return to a happy custom of retary of the National Association, is to be During the past six months, our Legisla- 
bygone days which is giving added incentive one of the speakers at the Seattle conference. tive Committee has been very active in pro- 
ividual to delegates to bring members of their fam- National Director Ralph W. Watson, of moting needed legislation for the protection 
‘embers ilies with them. Entertainment plans include Spokane, is also on the speaking program. of the Retail Credit Grantor. 
0 to be elaborate provision for familiarizing the vis- Spokane expects to bring fifty or more dele- Mr. Stephen H. Talkes, 301 Commerce & 
itors with the beauties of Seattle, as well as gates. Portland will come in a special car, Savings Bank Bldg. Washington, D. C., is 
ividual the customary social affairs. These affairs, and the entire Tacoma association plans to National Chairman. Local Chairmen and 
Men- however, are incidental to the conference as be present. The meetings are to be held in Secretaries are asked to write him regarding 
$75.00 the gathering is in no sense a mere pleasure _ the auditorium of Frederick & Nelson’s store. legislative matters in their States. This is 
ition. trip for the delegates. More than three hun- The program plans for intensive work and important and a little co-operation will bring 
> entire dred representatives of leading retail mer- includes group luncheons at which special results. 
ind put — $$ eae nance eceseaatenantits 
“onven- 
the As- 
individ- ° 
1 Ofie Give a Thought to the Group Conference 
: given, 
ndsome Ninety per cent of the Credit Men and Women of this country know at this very minute whether or not they will 
e Local attend the Cleveland Convention June 12th-15th. Such being the case, why will they not advise the Group Conference Com- 
nber of mittee of their intentions? 
on, this . . 
vention It is utterly impossible to wait until we reach Cleveland to make arrangements and have the group conferences a success. 
Chairmen of the groups must be selected,—topics for discussion must be chosen and assigned in advance of your arrival in 
Cleveland. 
. The purpose of attending the Convention is to gain knowledge— to improve ourselves as Credit Grantors; and this 
— of is the very object of the Group Conferences. 
Surely this is of as much interest to each individual member as it is to your committee. It will take about two min- 
Highest utes of your time to fill in and mail the attached coupon. Your committee has been working for six months—for your 
aie tk benefit—to make the Group Conferences a success. Won’t you give two minutes to help it along? 
The attached coupon was published in the Apri issue of the Credit World; and ONLY ONE MEMBER out of a member- 
Highest ship of ELEVEN ‘THOUSAND displayed sufficient interest to mail it—which proves conclusively that either the Credit 
" World is not read by its members or our SPIRIT OF CO-OPERATION needs fixing. 
est Per- 
Now—all together—Don’t wait for “George to do it”’—Do it yourself—and—DO IT NOW. 
gust 1, General Group Conference Comm. 
ns with E. B. Heller—Chairman, 
to mid- é; W. J. Starr—Vice Chairman. 
1. 
E. B. Heller 
1 certif- 804 N. Broadway, St. Louis, Mo. 
ticket to I expect to attend the Cleveland Convention and take part in the Group Conferences. 
ailroads Mame ... 
pore - aga raadaiaiaiaalaaaaia iit id ataaaaiad iiss ceadd ities 
» centile SN eeevinelbs Hivedanudeneanasiewerneaneeshtedssianiadss SeanuebdanteaeEnebenseenansediwanenenamneneciriig 
e when SN rot aati areeiwawaethenbied einen du dakiedpn daniel teats qataainedreasnlier aia aieciaba aie suse deca mglindic cee ane 
do this . 
; K i 
This is Pt NS So so Seckacacknetuieuenehabeiden sews vee thphsaibegt needa Hepa Uaaeh Mee Mabe ne bd «Goud au seee ERE TE Rees 
have 3 RN cos aca wirn Sais cigednala sc beninuuce kemisislamhiish inches Gini ie WEA AAN AS ERE ese Ni cade eat eade heR ae eee 
tain the Don’t turn this page until you have filled out this coupon— and mailed it. 
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Credentials and Proxies - 


MR. A. J. KRUSE, MANAGER ASSOCIATED RETAILERS CREDIT BUREAU, ST. LOUIS, is be | 
Chairman of the Committee on Credentials. Each delegate upon arriving will please turn over to 
the Registration Clerk any Proxy or Credential they may hold, same will be handed to the Committee the | 


and voting strength announced before ballot is taken. 


The following forms should be followed to make records uniform: resp 





Credentials for Local Association ing 
TO THE RETAIL CREDIT MEN’S NATIONAL ASSOCIATION - 


Ee ee has been regularly elected a abso 


delegate to represent 


Here insert name of Local Association. 


and is entitled to cast........ votes of this Association at the Convention of the Retail Credit 
Men’s National Association at Cleveland, June 12-16, 1922. 


Attest 


eee ee re eee eee eee eseeeeseeeeseseeseeseees 


FTHSHSEOHCOHSECCHCSCSH SOC OHFEHOHRESSCHOSCECHCECCCOOOOC OR 8 = —=—=—=—+ ££ CCS SSSOROSOOH CHSC HOCO OOOH OCCEOO OR EES 


Secretary President T 





Proxy for Individual Members a 


Individual Members may give their Proxy to any other member providing they are residents of the lett 
same or adjoining state. 


KNOW ALL MEN BY THESE PRESENTS, that I hereby constitute and appoint.......... ct 


as awebeseensnenenns as my attorney and agent for me and in my name, place and stead h 
to vote as my proxy at the Annual Convention of the Retail Credit Men’s National Associa- 0 
tion, to be held in Cleveland, Ohio, on June 12 to 16. 


IN WITNESS WHEREOFP, I hereunto set my hand and seal this........ day of ° 


one thousand nine hundred and twenty-two. 


Sealed and delivered in presence of y 
Witness: 


CCECPOCHC OCHO SOKHKOEEHH OOO O46O0 HOR DOE ODD 
eee eee eee eee eee ee ee eee eeeeeeeeeeseeee 


eee eee eee eee eee see eeseeeeeeeeeeeeeeee 


eeeeeeeresceeeeeeeeeseeeeeeeeseeeeseesee oe =m BEER corer eererererereseeseeseeeeeseeseeeeeeeeeeeese 
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LOCAL SECRETARIES—ATTENTION! 


During the past few weeks, The Pub- 
licity Committee in connection with the con- 
yention to be held at Cleveland, Ohio, June 
12th to 15th has been sending out a series 
of bulletins to the various National Of- 
ficers, Directors, State Chairmen, Local Sec- 
retaries and some others, so that matters 
of importance and general interest could 
be brought to the immediate attention of 
the various local organizations for action 
without having to wait for appearance in 
the monthly Crepir Wor pb. 

As it would be too expensive to send 
these bulletins directly to each member, the 
responsibility of disseminating the informa- 
tion contained therein was given to the 
various officers receiving them. 

A great many associations are posting 
these bulletins on their own bulletin-boards 
at organization headquarters, or incorporat- 
ing the essential paragraphs in their own 
local announcements. Some organizations 
have used the bulletins in full. Some are 
not showing much activity. 

The time is getting short now and it is 
absolutely essential that the individuals be 
kept as thoroughly posted as possible and 
their interest aroused to the fullest extent 
so that they will see the importance and 
the necessity for attending the convention. 
We trust that all future bulletins will be 
used to best possible advantage. 





A GOOD LETTER FOR INACTIVE 
CHARGE ACCOUNTS 


The Rudge & Guenzel Co., Lincoln, Ne- 
braska, send the following letter to custom- 
ers who have not used their charge ac- 
counts for some time. So that replies will 
be given personal attention the notation: 
“To be placed on Mr. Guenzel’s desk un- 
opened” is placed on the stamped self ad- 
dressed envelope which is enclosed with the 
letter. 

Dear Sir: 

Will you do me a personal favor? 

I have noticed that your monthly 
charge account has not been used for 
some time and have wondered if you 
had been disappointed with our service 
or merchandise. 

I like to keep in touch with our cus- 
tomers so that if any mistakes have oc- 
curred (as they may do in a growing 
business like ours) they may be rectified 
as far as possible. We appreciate your 
business too highly to have you absent 
yourself from our store. 

May I ask, then, that you notify me if 
there is anything we have not done that 
we should have done? 

I thank you for your courteous con- 
sideration. 

Sincerely, 
PRES. RUDGE & GUENZEL CO. 

Just reply on back 

of this sheet and use 

enclosed envelope. 


Advance Program 
SECOND ANNUAL CONFERENCE 


Pacific Northwest Retail Credit Men 
Seattle May 15-16, 1922 
Conference Subjects. 

1. Credit Psychology and Humanics, Steph- 
en I. Miller, Dean Business Administra- 
tion, University of Washington. 

2. What does the term “Granting Credit” 
mean? 

A. To the efficient credit man. 
B. To the merchandizing establishment. 
C. To the customer or public. 

3. The function of the credit office in a mer- 

chandizing organization. 
A survey of the credit man’s job, and 
his work as to his responsibility of sell- 
ing, collection, finance and policy. The 
true meaning of these responsibilities, 
and how they should be met from an em- 
ployer’s viewpoint. 

4. Granting of Retail Credits in 1922. 

5. A Banker’s viewpoint on present-day 
conditions. 

Review of the Retailers Ledger. 

6. A successful merchant owned credit re- 
porting bureau, and how it can assist the 
credit department. 

7. The need of better commercial laws and 

legislation. 
Commercial fraud and our attitude to- 
ward it. A study of this distressing 
feature, in credits, and the plan of the 
Association to control it. 

8. Systems used in identifying charge cus- 
tomers. 

9. Progress in our local Association and 
how we can co-operate. 

10. Should a credit-man take any prominent 
part in public affairs or clubs? Does the 
wide acquaintance in clubs and churches 
interfere with efficient credit-work? 

11. The establishment of a N. W. Clearing 
House for bad checks. 

12. The direct inquiry—whether inquiries 
should -be made direct to members or 
through bureaus. 

13. The benefits to be derived from the N. 
W. Conferences, and general review of 
the Northwest. 

14. The handling of installment accounts, 
and the recording of Conditional Sales 
Contracts. 

15. The best method of circularizing the 
membership with names to be discussed 
at the noonday luncheon. 

16. A modern collection agency, and the 
principal factors that contribute to its 
success. 

Proper allowance has been made for open 
discussions on every paper presented at the 
conference. 

Mr. D. J. Woodlock, National Secretary 
and Treasurer, will conduct the quiz and 
will be the principal speaker at the Banquet 
Monday evening. 

An hour has been set aside each day for 
open discussions of questions not appearing 
on the program. 


THE MID-WEST CONFERENCE 


On April 24-25, The Mid-West Confer- 
ence was held in the Auditorium of the 
Harris Emery Department Store, at Des 
Moines, Iowa. It was a great success, 
credit men and women from Iowa, Kansas, 
Nebraska and Missouri being present. E. 
W. Nelson, National President was one of 
the principal speakers, his subject being 
“Teaming the Credit Department with the 
Sales Force.” The Meeting was opened by 
Earl Lynn, President of the Des Moines 
Association, who introduced Mr. A. M. Nye 
of Wilkins Brothers as Chairman. After 
the address of welcome, Chairman Nye 
turned the conference over to National 
Secretary Woodlock, who conducted a Quiz, 
which brought out much information as to 
the best method of solving the Retail Credit 
Man’s problems. 

On Monday evening, April 24, a Banquet 
was given in the Tea Room of the Harris 
Emery Store. Over three hundred attended 
and all agreed it was one of the most en- 
joyable affairs it had been their good for- 
tune to attend. The Toast Master was Mr. 
Ed. O’Dea, of the O’Dea Hardware Co., 
and his ready wit and ‘brilliant repartee 
kept everyone in good humor. 

Hon. Nate E. Kendall, Governor of Iowa, 
made an inspiring address urging citizens 
to demand the right kind of legislation from 
those in office. On Tuesday the Conference 
unanimously endorsed the efforts of the 
retailers of Iowa to have the legislature 
of that state make certain changes in the 
exemption laws so as to give the credit 
grantor a fair chance. 





TWIN CITIES HOLD JOINT MEETING 


On April 26th, The Retail Credit Men 
of Minneapolis and St. Paul held their 
Twelfth Annual Joint Meeting in the Ball 
Room of the Hotel Radisson, at Minneap- 
olis. Over five hundred enjoyed an ex- 
cellent dinner, a few short business talks 
by Mr. F. W. Funk, President of the Min- 
neapolis Association, Mr. C. L. Olson, Presi- 
dent of the St. Paul Association, Mr. W. 
B. Brinkman, President of the Duluth As- 
sociation and National Secretary D. J. 
Woodlock. 

The affair took on a Carnival appearance 
because of the variety of paper hats worn 
by all present. After the speaking program, 
dancing was the order until mid-night. 
During the past twelve years, these annual 
affairs have developed in attractiveness un- 
til they are eagerly looked forward to each 
year. The 1923 Meeting will be held in 
St. Paul. 





DON’T WAIT UNTIL LAST MINUTE: 


Send in your HOTEL RESERVATION 
for the CONVENTION at once. Address 
either the National Office or Mr. R. L. Palm- 
er, of The Lindner Company, Cleveland, 
Chairman of the Hotel Committee. 
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NEW YORK’S ANNUAL MEETING 


On Wednesday evening, April 19th the 
Associated Retail Credit Men of New York 
held their annual meeting at the Aldine 
Club, over 200 members being present. A 
musical programme was rendered during the 
dinner and the Business Meeting followed— 
lasting until 11 P. M. President George 
Waterford, of Best & Co., was in the Chair. 
The reports of Officers, Directors and Com- 
mittees showed much active, constructive 
work during the past year, the most im- 
portant item of which was putting in work- 
ing order the Reference Clearance Bureau, 
under the management of Secretary John M. 
Connolly, and the conducting of a series of 
educational lectures which have been put in 
book form and published by the Association. 

The following Officers were elected: 
President-——William J. 

Bros. 


Morgan—Brooks 


Vice President—Seymour T. Scott—Plaza 


Hotel. 
Secretary-General Manager—John M. Con- 
nolly 15 West 37th St. 
Treasurer—Charles H. Dahmer—Fifth Av- 
enue Bank of N. Y. 


After a touching farewell address by the 
retiring President, Mr. George Waterford, 
the new President, Mr. Wm. J. Morgan took 
the Chair and introduced National Secretary 
D. J. Woodlock, who delivered a short talk 
on National Affairs and felicitated the New 
York Association upon its being the larg- 
est and one of the most active in the Na- 
tional Organization. He was followed by 
Mr. C. D. Van Horne, upon “Psychology 
as Applied to the Business Executive” and 
Mr. S. W. Taylor, on “Traffic Regulations 
in New York City.” 

Before closing President Morgan outlined 
his policy for coming year. 





The heartfelt sympathy of our en- 
tire Association is extended to Mr. 
Lindley S. Crowder, Office Manager 
of Mandel Brothers, Chicago, and 


former President and Executive Sec- 
retary of the Retail Credit Men’s Na- 
tional Association, in the loss he suf- 
fered by the death of Mrs. Crowder 
on April 17, 1922. 


DAVID J. PRICE RESIGNS 


David J. Price, Vice-President of our Na- 
tional Association and one of the organizers 
of the New York Local Association, of which 
he was President, has resigned his position 
as Credit Manager of W. & J. Sloane Com- 
pany, New York. He had a severe illness 
about a year ago, and felt that in order 
to fully recover, he would take up work less 
trying than credit work. 
considerable time to managing the Eastern 


He will devote 


League Baseball Association, of which he is 
President. 


SEND IN YOUR FORMS 


The exhibit of credit office forms and col- 
lection letters at the Convention will be just 
what you make it. 

Your committee on credit forms wants to 
have a complete exhibit—one which will af- 
ford to the members an unequalled oppor- 
tunity to see all the best and latest forms in 
use. 

Help them to put it over—and when you’re 
You'll 
get enough new ideas there to more than re- 
pay you for the slight effort involved. Help 
to make the exhibit an interesting one—send 
in your forms today. Mail them direct to Mr. 
E. J. Wolfe, Chairman Exhibits Committee, 
clo Kinney & Levan Co., Cleveland, Ohio. 
Lest you forget—do it now. 


at the Convention visit the exhibit. 








AFTER CONVENTION 
MEETING 


DIRECTOR?’ 


Observations extending over several years, 
prompt the suggestion that it is very desir. 
able for all Officers and Directors to at. 
tend the Directors’ Meetings, immediately 
following the convention. These meetings 
usually occupy a whole evening and the 
succeeding day. Many important associa. 
tion matters, policies and plans, for the new 
year’s activities must be carefully consid. 
ered. It is, therefore, very desirable to have 
a full meeting of the entire Board during 
these important sessions. 





POSITIONS WANTED 


The National Office can put you in touch 
with experienced credit men who are 
anxious to make a change in their positions. 
Here are a few: 


No. 97. Man 42 years old rated one of best 
department store credit managers 
in country, ten years in present po- 
sition. 

No. 101 Man 35 years old, experienced in 
Women’s Specialty Store, five years 
in present position. 

No. 66. Man 38 years old, twelve years in 
Men’s Clothing credit work, also 
department store experience. 


No. 68. Man 32 years old experienced in 
department store credits and col- 


lections. 


GEORGE WATERFORD RESIGNS 


Mr. George Waterford, former National 
Director and President of the New York 
Local Association has resigned as Credit 
Manager of Best & Company, New York, 
and will spend several months at his coun- 
try home in Maine, before re-entering the 
business field. 
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Cleveland, the Convention City 


By ‘Yhe Publicity Committee 


HE annual convention of your associ- 
; gent will be held in Cleveland, Ohio, 
from June twelfth to fifteenth inclusive. It 
is but fitting that we should tell you some- 
thing of its most important features. 

Approximately one million people live in 
Cleveland and in its many suburban residen- 
tial districts. Cleveland proper is the fifth 
city in the country in population and second 
to none in the possibilities for future growth 
and expansion; probably no city in the 
United States today outranks Cleveland in 
the stability of its growth. 

This is made possible by Cleveland’s ex- 
ceptional geographical location and the re- 
The city’s 
position upon the shores of Lake Erie mid- 
way between the rich ore deposits of the Lake 
Superior region and the vast coal fields of 
Ohio, Pennsylvania, and West Virginia, and 
close to the extensive limestone quarries of 
Ohio, make it one of the largest iron and 
steel centers of the country and this industry 


sultant commercial advantages. 


forms its leading activity. 

Cleveland has convenient transportation 
facilities by rail and water and is situated 
where raw materials may 


tific instruments; chemicals paints and var- 
nishes; oils and greases; automobiles; elec- 
tric carbons; batteries and other accessories; 
and steel ships, wire rods, barb wire, piano 
wires, electric wires, cable and wire ropes 
are produced in great quantities, while 
plates, sheets and miscellaneous products go 
to make up the balance of the big total. 
Cleveland’s part in the automobile in- 
dustry is not confined to the production of 
cars. The city leads in the production of 
automobile parts and accessories. Here more 
springs are made for automobiles, wagons 
and carriages than anywhere else, one firm 
alone normally turning out more than 6,500 
springs a day. No other American city is 
even a close rival in the production of stor- 
age batteries, motor cylinders, rims and tub- 
ing. Cleveland factories have daily produc- 
tion capacities of more than 2,000 automobile 
cylinders, 15,000 carriage wheel rims, 1,500 
bands for truck wheels, and 1,200 bases for 
truck tires. Frames, axles, bearings, fittings 
of various sorts, bodies, carburetors, crank 
shafts wheels, forgings, 
stampings and castings for every make of 


motors, tubings, 





be collected easily and at 
2 low cost. It is the cen- 
ter of a wonderful mar- 
ket of unlimited produc- 
tion and buying power. 
Its four thousand manu- 
facturing plants have an 
annual output exceeding 
$750,000,000 in products. 
Cleveland’s manufac- 
turing is remarkably di- 
versified, including the 
production of iron and 
steel; aluminum, iron, 
steel and brass castings, 
bolts and wire, 
springs, wire fence and 
Wire nails; 
machine 


nuts; 


tools, and 
tools; hoisting 
and conveying machin- 
‘ty; screens and tacks; 
railroad supplies; stoves 
for oil, gas and coal; 
hardware; 


sewing ma- 
chines ; 


office furniture 
and multigraphs; scien- 





automobile are produced in large quantities. 

Expansion of automobile manufacturing in 
Cleveland has been one of the city’s most re- 
cent developments. Pleasure cars manufac- 
tured include the Adria, Chandler, Cleve- 
land, Fageol, Ferris, Grant, Kurtz Automo- 
bile, Jordan, Marsh, Merritt, Peerless, 
Stearns, Sterling-Knight, Templar and Win- 
ton. The Fageol, Grant, Peerless, White 
and Young trucks as well as the Cleveland, 
Ohio General and Post tractors are made in 
Cleveland. The development of this industry 
has had no mushroom features but is the re- 
sult of the recognition by motor car experts 
of Cleveland’s logical advantages. 

Cleveland’s woolen mills and allied in- 
dustries represent a capital of between $6,- 
000,000 and $8,000,000. Enough cloth is 
woven in this city every year to make in the 
neighborhood of 2,000,000 suits. There are 
several thousand people and 7000 looms in 
one mill alone, which consumes 1515 tons of 
fleece per day. One blanket mill and more 
than two dozen knitting mills, representing 
a combined capital of more than $4,000,000 
turn out vast quantities of blankets, sweaters, 
caps, shawls, scarfs and 
other knit articles. 

Cleveland is the second 
city in the country in the 
production of women’s 
ready to wear garments 
and has become a leader 
in the endeavor to raise 
this industry to a higher 
plane, to stabilize it and 
produce garments which 
are more enduring in 
style and of a quality 
which appeals to the 
great majority of Ameri- 
can women. 

For the last twenty 
years, Cleveland has been 
the first city in the United 
States in the manufacture 
of varnish and paint and 
the two largest paint 
companies in the world 
are located here. The 








Euclid cAvenue and East Ninth Street is Cleveland’s busiest corner and is in 
the heart of the down town mercantile distri@ 


output of refined oils to- 
tals 1,000,000,000 gallons 
annually, 
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At a special city election the erection of a 
new Union passenger terminal by the Cleve- 
land Union Terminals Company was au- 
thorized. This station, the estimated cost 
of which is $50,000,000, is planned to occupy 
the property fronting on the Public Square 
between Ontario St. and Hotel Cleveland, 


located hotels, in which good rooms always 
may be obtained at moderate rates. Two of 
Cleveland’s hotels are the largest in Ohio 
and contain one thousand rooms each. An- 
other has 850 rooms and another 600, while 
several have 300. Spacious and specially 
designed assembly rooms, banquet, registra- 


_ The Credit World 


bids fair to become increasingly important 

The city’s educational facilities are po. 
table. In the city system are 110 grade 
schools, twelve high schools of which three 
are technical high schools and nine junior 
high schools. Parochial number 
fifty-seven. 


schools 





extending along the west side of Ontario St. 
from the Public Square to Huron Road and 
using the area between Long Avenue and 
Canal Road as far west as Columbus Road. 

There will be two levels for trains, the 
upper for steam roads and the lower for 
electric and interurban tracks. Between the 
levels will be a concourse by which pas- 
sengers may reach trains change trains or 
transfer from a railroad train to an inter- 
urban car. Plans provide for 15 tracks on 
each level with ultimate extension to 30 
tracks. The station will also connect with 
the proposed subway terminals under the 
Public Square. All roads entering the depot 
will be electrified. 

Cleveland is bountifully supplied with 
modern, splendidly equipped and centrally 
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| The tomb of 
James A. 

Garfield, for- 
mer president 
y of the United 
States, is in 
Lakeview 
cemetery, 


Cleveland, 





Airplane photograph of Cleveland --- Lake in the backgrouna. 


tion, committee and private dining rooms to 
fulfill all requirements are features of the 
larger hotels. Approximately 6,500 rooms 
are available in the downtown district. 

Cleveland is fast becoming one of the most 
popular convention cities in America. Its 
geographical location which permits the ma- 
jority of the inhabitants of the country to 
reach it over night makes it an ideal conven- 
tion center. Through over-night trains, with 
finest Pullman standard sleeping cars, are 
operated daily into Cleveland from Detroit, 
Chicago, St. Louis, Cincinnnati, Pittsburgh, 
Washington, Baltimore, Philadelphia, New 
York, Boston, Buffalo, Toronto, and many 
intermediate points, while through sleeping 
car service is also available during the win- 
ter months from Atlanta, Birmingham, Chat- 
tanooga, and Jacksonville. 

Cleveland has always been an orderly and 
thrifty city, notable for its large and nu- 
merous savings banks, its devotion to schools, 
colleges and libraries and above all for its 
home life and healthy environments. It is 
the fourth city in the United States as a 
financial center. Its choice as the location 
of the Federal Reserve Bank for the fourth 
district was made not only because of what 
it has accomplished, but also because it 


Cleveland is the seat of Case School of 
Applied Science, Western Reserve Univer- 
sity (including the College for Women) and 
of St. Ignatious College. Case offers courses 
Electrical, Mining; 


in Civil, Mechanical 


Metallurgical and Chemical Engineering 
and Physics. Western Reserve has in ad- 
to Adelbert Schools of 


Medicine, Law, Dentistry, and Pharmacy, 


dition College, 
and courses in Education and Applied So- 
cial Science. St. Ignatious confers bac- 
calaureate degrees and gives courses in 
Philosophy, Language, Literature, History, 
Science and Mathematics. 

Cleveland is rapidly completing one of the 
finest world, the 
famous Group Plan, comprising the new 
City Hall, the Cuyahoga County Court 
House, Federal Building, the Municipal Av- 
ditorium and a new Library. These civic 
buildings when all are completed will cost 
approximately $30,000,000. 

The Public Hall, opened in the Spring of 
1922, located on the “Mall”, constitutes 42- 
other unit of the “Group Plan”, and was 
built at a cost of $6,300,000. Its auditorium 
accommodates 13,500 persons, while upwards 
of 70,000 sq. ft. of floor space is available 
for exhibits. 


civic centers in the 


Continued on Page 22 
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Program of the Tenth Annual Convention 
of the 





Hotel Cleveland :: Cleveland, Ohio 


HE program for our Cleveland Con- 
. vention, so far as prepared up to the 
time of going to press, is presented to our 
members in this issue of the Credit World, 
with the understanding that some corrections 
or changes may be made therein before the 
oficial program is printed 


June 12, 13, 14 and 15, 1922 


mittee meetings and Convention activities, 
which could not be foreseen and announced 
in the Official Program. 

The Convention will be conducted on 
“Eastern” time, which is officially used in 
Cleveland. All trains arriving at or depart- 


The Lamson Co. 


Library Bureau. 

National Cash Register Co. (Lobby) 
The Rand Co. 

Remington Typewriter Co. 
Underwood Typewriter Co. 


The Committee - confi- 





and distributed, as cir- 
cumstances may require, 
Delegates, visiting la- 
dies, and guests will 
please register for the 
Convention and Group 
Conferences at Registra- 
tion Office, Mezzanine 
Floor, Hotel Cleveland, 
immediately upon their 
arrival. An envelope 
containing Official Badge 
and admission tickets to 
various entertainments 
planned by the Cleveland 
Association, will be 
handed to each person 
upon completion of reg- 
istration. 

Railway receipt-certif- 
icates should be deposited 
with the Registration 
Clerk, from whom they 
may be secured, after 





OFFICERS FOR 1921-22: 


President—E. W. Nelson, Rudge & Guenzel Co., Lincoln. 

First Vice-President—D. J. Price, W. & J. Sloane Co., New York. 
Second Vice-President—D. W. Ahl, The J. L. Hudson Co., Detroit. 
Secretary-Treasurer—D. J. Woodlock, St. Louis. 


DIRECTORS: 


Franklin Blackstone, Joseph Horne Co., Pittsburgh. 
Sidney E. Blandford, R. H. White & Co., Boston. 
Irving C. Brown, L. Bamberger & Co., Newark. 

H. J. Burris, Berkson Bros., Kansas City. 

J. M. Connolly, Associated Retail Credit Men, New York. 
Adolph Grasso, Retail Merchants Assn., San Antonio. 
J. R. Hewitt, The Hub, Baltimore. 

Martin Larson, Shriver-Johnson Co., Sioux Falls, 
Geo. A. Lawo, The Jno. Gerber Co., Memphis. 

J. W. Lewis, Union Bank & Trust Co., Los Angeles. 
Robt. Lienhard, D. H. Holmes Co., New Orleans. 

A. D. MeMullen, Retailers Ass’n., Oklahoma City. 
C. M. Reed, Retail Credit Men’s Ass’n., Denver. 
W. Slater, Sterling & Welch Co., Cleveland. 

W. T. Snider, Scruggs, Vandervoort & Barney D. G. Co., St. Louis. 
R. W. Watson, Watson & Monaghan, Spokane. 


dently expects to add 
several good names to 
this list, in the very near 
future. New list will be 
published in the Official 
Program, as far as com- 
pleted, when 
press. 


it goes to 





MONDAY, JUNE 
TWELFTH 
Morning Session 
9:00 Convention called 
to order by Presi- 
dent, E. W.-° Nel- 

son, Lincoln. 

9:01 Singing: Harper 
Garcia Smyth, Mu- 
sical Director. 

9:15 Singing. The J. L. 
Hudson Co. quar- 
tet will sing to us 
from Detroit, via 





validation, during last 
Convention day. 

Credentials and proxies should be filed 
with Registration Clerk at time of register- 
ing. 

Proposed resolutions or communications 
for Committees should be handed to the Reg- 
istration Clerk, who will see that they are 
given to proper Committee Chairmen. 

Delegates are requested to state their 
name, firm represented, and home city, when 
addressing the Convention, for the reporter’s 
assistance in making a suitable record. 

The Exhibit Rooms are on this floor, be- 
tween the registration desks and Convention 
Hall. It will pay you to visit and study 
these exhibits very carefully. Very inter- 
esting forms Exhibits are also on the Mez- 
zanine Floor, just east of Convention Hall. 

Bulletin Boards near Registration Desk 
will furnish current information about Com- 


ing from Cleveland use “Eastern” time, with 
exception of Big Four Railroad, which uses 
“Central” time. 

The Radio Programs must positively begin 
and close on time. It is earnestly hoped 
that every delegate will be seated in the 
Convention Hall so promptly that he may 
enjoy every moment of these interesting 
Radio Concerts and Entertainments. 

Every reasonable effort will be exerted to 
conduct the program according to schedule. 

Arrangements for exhibits have been com- 
pleted, up to the time of preparing this copy 
for the Credit World, May 4, with the fol- 
lowing manufacturers: 

Burroughs Adding Machine Co. (2 spaces) 
Elliott-Fisher Co. 

Ellis Bookkeeping Machine Co. 
Globe-Wernicke Co. 





Radio, through the 

courtesy of the 
Detroit News (WWJ) broadcasting 
station and The J..L. Hudson Co. 

9:30 Invocation. Rev. D. F. Bradley, Pas- 
tor Pilgrim Congregational Church. 
Singing: America, by ALL, Harper 
Garcia Smyth, Director. 


Addresses of Welcome: 
Honorable Fred Kohler, Mayor of 


Cleveland. 
G. C. Driver, President, The Cleve- 
land Retail Credit Men’s Co., 
Cleveland. 

Response: 


C. N. Girsch, The Fair, Chicago. 
Announcement of Committees: 

Credentials 

Resolutions 

Nominating 
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Reports of Officers: 


President, E. W. Nelson, Lincoln. 
Secretary-Treasurer, D. J. Wood- 
lock, St. Louis. 
Introducing members of the Cleveland 
Convention Committee. 
Introducing Managers of Exhibits. 
Address, “Our Tenth Anniversary.” 
Past President, S. L. Gilfillan, Secy., 
Minneapolis Associated Credit Ex- 
change, Minneapolis. 
Address, “The Morris Plan of Bank- 
ing and Credits.” 
Thos. Coughlin, Executive Vice-Presi- 
dent, The Morris Plan Bank, Cleve- 
land. 
Questions by Members. 
Address, “What we do for our Mem- 
bers.” 
W. H. Grizel, Mgr., Credit Gride & 
Adjustment Co., Cedar Rapids. 
Quiz—Secretary Woodlock. 


Address, “Advertising for New Credit 
Accounts.” 

J. W. Metcalfe, Secy., Associated Re- 
tailers, Oinaha. 

Preliminary Report and Recomienda- 
tions, Furniture and _ Installment 
Stores Sub-Division of the Credit De- 
partment Methods Committee. 

Earl Linn, Chairman, Chase & West 
Co., Des Moines. 

Discussion. 
Report and Recommendations, Na- 
tional Legislative Committee. 

Stephen H. Talkes, Chairman, Secre- 
tary Associated Retail Credit Men of 
Washington, D. C. 

Introduction of Visitors from National 
Association of Credit Men (Whole- 
sale). 

Address, “A Look Backward and a 
Glance Forward.” 

J. H. Tregoe, Secretary-Treasurer, 
National Association of Credit Men, 
New York. 

Communications. 

Announcements, 

G. C. Driver, Chairman, 
Cleveland Convention Committee. 


General 


Adjournment. 


MONDAY, JUNE TWELFTH 
Afternoon Session 

Reconvene. 

Music and Short Talk, via Radio, 

courtesy Radiovix Co. (WHK) broad- 

casting station, Cleveland. 

Address, “Establishment of Adjust- 

ment Bureaus as pezmanent Adjuncts 

to Exchanges.” J. H. Van De Water, 

Mgr., Retail Merchants’ Credit Asso- 

ciation, Los Angeles. 

Quiz—Secretary Woodlock. 

Report and Recommendations Credit 

World Committee, E. B. Heller, Chair- 

man, Heller & Livingston Clothing Co., 

St. Louis. 
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Address, Subject (Unassigned). David 
C, Wills, Federal Reserve Agent, 
Chairman of the Board, Federal Re- 
serve Bank, Cleveland. 

Introducing Representatives of Local 
Associations organized since last Con- 
vention. 

Preliminary Report and Recommenda- 
tions, Junior Department Stores Sub- 
Division of the Credit Department 
Methods Committee. 

J. H. Taylor, Chairman, Thompson, 
Belden & Co., Omaha. 

Preliminary Report and Recommenda- 
tions, Grocery Stores Sub-Division of 
the Credit Department Methods Com- 
mittee, 

H. M. Millhoff, Chairman, Millhoff- 
Newman Co., Cleveland. 

Discussion of two foregoing reports. 
Report and Recommendations of Com- 
mittee on “Credit Education.” 

Past President Sidney E. Blandford, 
Chairman, R. H. White & Co., Boston. 
Discussion. 

Address, “Constructive Credits.” 
Justin H. Edgerton, Best & Co., New 
York. 

Quiz—Secretary Woodlock. 

Report and Recommendations of Com- 
mittee on “Pay your Bills Promptly 
Day of Thrift Week.” 

C. P. Younts, Chairman, Barringer & 
Norton Co., Houston. 

Discussion. 

Address, “The Real Value of Bank 
References.” 

J. W. Lewis, Asst. Cashier 
Bank & Trust Co., Los Angeles. 
Discussion. 


Union 


Report of the Joint Committee regard- 
ing “Credit Service Exchange Divi- 
sion” Second Vice-President D. W. 
Ahl, Chairman, The J. L. Hudson Co., 
Detroit. 

Discussion. 

Communications. 

Announcements. 

G. C. Driver, Chairman, 
Cleveland Convention Committee. 
Adjournment. 


General 


TUESDAY, JUNE THIRTEENTH 
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Morning Session 
Reconvene. 
Singing. Harper Garcia Smyth, Mu- 
sical Director. 
Singing. The J. L. Hudson Co. quar- 
tet will sing to us from Detroit, via 
Radio through the courtesy of the De- 
troit News (WWJ) _ broadcasting 
Station and The J. L. Hudson Co. 
Rev. P. J. O’Connell, 
Chancellor of the Cleveland Diocese. 
Report of Committee on “Closer Co- 
Operation between Wholesale and Re- 
tail Credit Men’s National Associa- 
tions.” 


Invocation, 


11:10 


The Credit World 


W. J. Morgan, Chairman, Brooks 
Bros., New York. 
9:49 Address, “Creditors Group Loan 


Plan.” 

John W. Byng, Secretary, The Credit 
Exchange, Springfield, Mo. 
Quiz—Secretary Woodlock. 


10:00 Group Discussion. 


1. “How to Obtain Information Nee. 
essary for Safely Opening an Ac. 
count.” 

Geo. Kramer, Jr., Hale Brothers, 
San Francisco. 

2. “How to Handle the Account Af- 
ter it has been Opened.” 

H. E. Kindig, A. T. Lewis & Son 
D. G. Co., Denver. 

3. “How to Handle, Suspend or Close 
the Account when it Becomes Un- 
satisfactory or is Considered Un- 
profitable.” 

D. W. Ahl, The J. L. Hudson Co,, 
Detroit. 

Discussion, G. E. 
Secy. Woodlock. 

Address, “The Most Important Task 

of the National Association.” 

R. W. Watson, Watson & Monaghan, 

Spokane. 

Discussion. 


Driver. 


Quiz: 


11:45 Communications. 


Announcements, 
Gc. < 
Cleveland Convention Committee. 


Driver, General Chairman, 


11:48 to 12:30 Visit Exhibits. 


TUESDAY, JUNE THIRTEENTH 


Afternoon Session 


1:30 Reconvene. 


Music and Short Talk, via Radio, 
courtesy Radiovix Co. (WHK) broad- 
casting station, Cleveland. 


2:00 Group Conferences. 


Meeting places and details regard- 
ing Group Conferences will be an- 
nounced immediately following the 
the Radio 


letin Boards will carry similar infor- 


close of program. Bul- 
mation. 

Group Conferences, under the man- 
agement of E. B. Heller, General 
Chairman, and W. J. Starr, Assistant 
Chairman, will be held during all of 
Tuesday and Wednesday afternoons 
and will be conducted by the Chair- 
men named below, as indicated. 

Detailed programs prepared by 
Chairmen of the respective groups, 
will be distributed at the Group Con- 
ference Desk, Mezzanine Floor, and in 
Convention Hall. 

After a short address, upon a topic 
suggested before the Convention, the 
subject will be open for general dis- 
cussion. 

These Group Conferences afford op- 
portunities for thorough discussion of 
the Credit Grantors’ problems. The 
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subjects will be handled by some 
of the ablest Credit Men in the Coun- 
try, and the opportunity for individ- 
ual discussion will bring out many 
points which Credit Men have been 
earnestly thinking about for a very 
long time. Nothing but extended 
travel and visitation of many credit 
offices would give the interested 

Credit Men the information regarding 

credit office operating details better 

than it can be obtained in the Group 

Conferences. 

The Groups and Chairmen thereof 
are: 

Automobiles & Auto Accessories—Alf 
Goldschmid, Memphis. 

Banks, Real Estate & Insurance—R. 
W. Watson, Spokane. 

Men’s Clothing & Furnishings—An- 
drew J. Sullivan, Boston. 

Department Stores—E. B. Schick, De- 
troit. 

Furniture, Musical Instruments & In- 
stallment Houses—Geo. W. Stock- 
dale, Baltimore. 

Groceries & Dairies—Charles Usher, 
Cleveland. 


Hardware, Coal & Ice—N. C. Mun- 
ger, Jr., Houston. 

Jewelry—Gabe Hausemann, New Or- 
leans. 

Bureaus & Agencies Presidents & 
Secretaries—J. M. Connolly, New 
York. 

Women’s Specialty Stores, Men & 
Women’s Shoes—F. W. Funk, Min- 
neapolis. 

Some of the topics scheduled for 
discussion follow: 


One hour of the Department Store 
program for each afternoon will be 
devoted to the consideration of por- 
tions of the Credit Department Meth- 
ods Committee’s revised report, which 
will also be considered during the 
Wednesday and Thursday Convention 
Sessions. 

Special attention will be devoted, 
in the Bureaus & Agencies Group, to 
the matter of handling foreign inquir- 
ies received direct from stores, or- 
ganizing a Bureau, etc. 

Attention will be given in some or 
all of the Groups, to some of these 
questions. 

Basis for credit granting,—character 
or recommendation ? 

Why hesitate to furnish percentage of 
collections ? 

Should collection percentages be pub- 
lished monthly or quarterly? 

Cost of operating credit office and 
various units of operation therein. 

How to arrive at percentage of loss 
on yearly charge off. 

Should charge accounts be directly so- 
licited at this time? 


What amount should be passed solely 
on the moral risk? 

Should customers be allowed to charge 
merchandise when it really would be 
doing kindness to say 
“No”? 

Should credit standards be lowered to 
meet demand for 
charge business? 


them a 


owner's more 

What is a fair down payment, and 
monthly installment, on a_ high 
grade furniture proposition? 

How much delinquency lee-way 
should be allowed before repossess- 
ing conditional sale merchandise, in 
view of present conditions and di- 
minished values? 

Who stands the loss on “reverts”,— 
the Sales Department or the Credit 
Office ? 

Should merchandise be sold on terms 
at the same price as for cash? 

Why should not monthly bills include 
ALL charges for any month, even 
though the bills do not reach the 
customers on the first business day 
of the new month? 

Many other subjects will be dis- 
cussed during these two Group Con- 
ference afternoons. 

Any delegate failing to interestedly 
attend all of the Group Conference 
sessions, especially those applying to 
his business, will deprive himself and 
his employer of one of the most val- 
uable portions of the Convention. 


WEDNESDAY, JUNE FOURTEENTH 
Morning Session 
9:00 Reconvene. 
9:01 Singing, Harper Garcia Smyth, Mu- 
sical Director. 


9:15 Singing. The J. L. Hudson Co. quar- 
tet will sing to us from Detroit, via 


Radio, through the courtesy of the 
Detroit News (WWJ) _ broadcasting 


station and The J. L. Hudson Co. 


9:30 Invocation, Rabbi A. H. Silver, The 
Temple. 
9:5 


nN 


Report of Committee on “Constitution 

and By-Laws” 

Milton J. Solon, Chairman, The Day- 

ton Co., Minneapolis. 

9:40 Report of “Nominating Committee” 
Past President, Geo. A. Lawo, Chair- 
man, John Gerber Co., Memphis. 
Nominations for President, First Vice- 
President, and Second Vice-President, 
(terms one year each.) 

And Five 
years each.) 

9:45 Address. “What does the Credit Man 

need in a Report from a Bureau or 

Agency ?” 

A. A. Billingsley, Secretary, Retail 

Merchants Ass’n., Fort Worth. 


Quiz—Secretary Woodlock. 


Directors, (terms three 


10:00 Address. 
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“Business Interdependence.” 
Dr. J. T. Holdsworth, Vice-Pres. The 
Bank of Pittsburgh, Pittsburgh. 


10:30 Address, “Making the Credit Depart- 


ment a Business Producer.” 

Past Pres. W. H. J. Taylor, Franklin 
Simon & Co., New York. 
Quiz—Secretary Woodlock. 


10:55 Address, “Membership Drives.” 


Past President, Geo. A. Lawo, John 
Gerber Co., Memphis. 
Discussion. 


11:30 Address, “Doing the Unusual Thing.” 


W. G. Van Schmus, The George L. 
Dyer Co., New York. 


11:45 Report of Credit Department Methods 


Committee. 
Past President, Franklin Blackstone, 
Chairman, Joseph Horne Co., Pitts- 
burgh. 
Discussion. 
12:25 Communications. 
Announcements, 
G. C. Driver, General Chairman, 
Cleveland Convention Committee. 
12:30 Adjournment. 


WEDNESDAY, JUNE FOURTEENTH 
Afternoon Session 


1:30 Reconvene. 
Music and Short Talk via Radio, 
courtesy Radiovix Co, (WHK) 
broadcasting station, Cleveland. 

2:00 Continuation of Group Conferences, as 
described in Tuesday afternoon pro- 
gram. 


BANQUET—HOTEL CLEVELAND 


6:30 P. M. Ball Room—Visiting Delegates 

Bronze Room—Resident Delegates. 

8:00 P. M. Assemble in Ball Room. 

G. C. Driver—TOASTMASTER. 
Pres. The Cleveland Retail Credit 
Men’s Co. 

Max Helman. 

Pres. The Retail Merchants Board 
—The Chamber of Commerce. 

Mrs. Carl W. Kettleman. 

Soloist The Old Stone Church. 

E. W. Nelson. 
‘Pres. The 
Nat’l Assn. 

Rev. Allen A. 
“Getting By”. 
Pastor First Congregational Church 
—Toledo, O. (Mr. Stockdale is 
Nationally known on Ripath’s Cir- 
cuit. His presentation will inspire 
you to achievements considered un- 
attainable.) 

Miss Mable Farrar—Violin Solo. 

Hugh Diamond—Subject 
Problems”. 

(Galion, Ohio.) 
(His style is inimitable.) 
QUARTET 


“The Songs of Long Ago”—Harper 
Garcia Smyth. 


Retail Credit Men’s 


Stockdale—Subject 


“Serious 


(This unique rendition will live in 
your memory for years to come.) 


— ee ee 








Se 








J..J. Arnold—Subject (Una signed.) 
(Those who heard him in 1917 will 
come again if for no other purpose.) 

Music by Walter Logan’s Orchestra. 


THURSDAY, JUNE FIFTEENTH 


Morning Session 


9:00 Reconvene. 


9:01 Singing, Harper Garcia Smyth, Mu- 


915: 


sical Director. 

The J. L. Hudson Co. quar- 
tet will sing to us from Detroit, via 
Radio, through the courtesy of the 
Detroit News (WWJ) _ broadcasting 
station and The J. L. Hudson Co. 


9:30 Invocation, Rev. Francis S. White— 


Trinity Cathedral. 


9:32 Report of “Committee on Constitution 


10; 


10 


:10 Address, ‘Local 


o 


:20 Conclusion of Credit 


and By-Laws.” 
Milton J. Solon, Chairman, The Day- 
ton Co., Minneapolis. 


:50 Report and Recommendations from the 


“Statistical Committee.” 
W. Ries, Chairman, Sheridan, New 
York. 


00 Report of “Committee on Co-Opera- 


tion with National Retail Dry Goods 
Association.” 

Frederick W. Walter, Chairman, The 
Bailey Co., Cleveland. 
Bureau __ Service, 
Credit Reports, Collections and Pro- 
tection Against Fraud.” 

Adolf Grasso, Sec’y. Retail Mer- 
chants Ass’n., San Antonio. 
Quiz—Secretary Woodlock. 

Address, “Relationship between the 
Management and the Credit Division 
of the Retail Store.” 

Victor W. Sincere, Manager, The 
Bailey Co., Cleveland. 


00 Address, “The Junior Retail Credit 


Grantor’s Association.” 
A. M. Nye, Wilkins Brothers, Des 
Moines. 


:05 Address, “Why are the Retail Mer- 


chants the Nation’s Political Goat?” 
J. H. Combs, Executive Secretary, Re- 
tail Merchants Board, Toledo. 
Department 
Methods Committee report. 

Past Pres. Franklin Blackstone, Chair- 
man, Joseph Horne Co., Pittsburgh. 
Discussion. 


00 Address, “Local Association Collection 


Letters.” 
W. B. Hill, Hill & Co., Memphis. 
Discussion. 


:20 Report of Credentials Committee. 


A. J. Kruse, Chairman, Supt. Asso- 
ciated Retail Credit Men, St. Louis. 
Nominations from floor. 

Election of Officers and Directors. 


:30 Communications. 


Announcements, 
G. C. Driver, General Chairman, 
Cleveland Convention Committee. 


:35 Adjournment. 
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THURSDAY, JUNE FIFTEENTH 


Afternoon Session 


30 Reconvene. 


Report of Resolutions Committee. 
C. J. Allen, Chairman, B. Nugent & 
Bro. D. G. Co., St. Louis. 


Report and Recommendations Fraud- 
ulent Bank Check Committee. 

A. D. McMullen, Chairman, Sec’y., 
Retailers’ Ass’n, Oklahoma City. 
Address, “A Plan for Centralizing 
Bad Check Information, including 
Identification, Collecting Said Checks, 
and Supervising Prosecution of Fraud 
Check Operators.” 

J. W. Hamilton, Finch, VanSlyck & 
McConville, St. Paul. 

Address, “A Plan for Establishing a 
Rogues’ Gallery of Bad Check Opera- 
tors.” 

Capt. Charles C. McGovern, Pitts- 
burgh. 

Address, “Making a Local Association 
Worth the Money.” 

Paul Glasse, The Jones Stores Co., 
Kansas City. 

Address, “Is Interest on Over Due 
Accounts an Incentive for Better Col- 
lections ?” 

Glenn A. Johnston, Rhodes Brothers, 
Tacoma. 

Discussion. 

Address, “The Psychology of Collec- 
tions.” 

H. R. Hickox, Pittsburgh. 
Quiz—Secretary Woodlock. 

Address, “The Legal Problems with 
which a Credit Man Should Be Fa- 
miliar.” 

Lawrence McDaniel, Attorney, St. 
Louis. 

Questions by Delegates. 

Address, “Local Association Activities, 
Weekly Noonday Meetings, Bulletins, 
Monthly Meetings.” 

W. V. Trammell, Sec’y., Merchants 
Credit Ass’n., Birmingham. 
Discussion. 

State and Regional Conferences and 
Associations. 

M. G. Riley, Secretary Merchants 
Ass’n., Credit Bureau, Kansas City. 
Discussion. 

Reports by Committee Chairmen, Gen- 
eral and Assistant Chairmen, regard- 
ing Group Conferences, including 
summary and recommendation. 
Presentation of Membership Trophies. 
Invitations for 1923 Convention. 
Report by Judges of Election. 
Presenting new Officers. 

Singing, “Auld Lang Syne.” 

Final Adjournment. 
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Opening New Accounts Under Existing 


Business Conditions 
By S. Wolfort, Credit Manager, Stix, Baer & Fuller, St. Louis, Mo. 


Generally speaking, I believe that the 
opening of new accounts, under present 
conditions does not vary in any way from 
the manner of doing so in previous years. 
As Credit Men, it is necessary that we, at 
all times, take into consideration the con- 
ditions existing daily, as well as our sur- 
roundings. I believe I am correct in stat- 
ing that none of you gentlemen have ever 
been reckless in extending credit. Your 
losses at the end of your fiscal years have 
not been due to recklessness in extending 
credit nor would I attribute them to poor 
judgment. I would rather (putting it 
mildly) say that we all have placed too 
much confidence in the ability of the indi- 
vidual to carry out a contract. And upon 
this point, we need not feel discouraged! 
Why?—For the simple reason that if a 
Credit Man loses confidence, he might just 
as well discontinue credit entirely, and re- 
sume business on a cash basis. 

Conditions as they are today particularly 
those existing among the masses—the 
salaried people—to whom we have all been 
catering—we have been anticipating for the 
past few years. We have all been very 
anxious to sell the salaried class, notwith- 
standing the prophesied “reconstruction 
period."—And since the very prosperous 
times have changed, it is reasonable to ex- 
pect to be burdened with a large number 
of slow accounts. We have all looked for- 
ward to these changes; but have any of 
you ever stopped, during the prosperous 
times, to analyze the generous limits you 
have been granting in credits to a certain 
class of credit seekers? 

We are more thorough now in analyzing 
the new accounts to be opened. In the first 
place, at this time, it is necessary that you 
consider in particular, the permanency of 
a position—and then—convey to the cus- 
tomer your terms for prompt settlement of 
accounts monthly! The custom prevailing 
in some localities, of making just partial 
payment on accounts, is just as detri- 
mental to credit as it is to the credit seeker. 
Labor conditions have been rather unset- 
tled for the past eight months or more; and 
the individual incomes have materially de- 
creased, while the cost of living, as the 
public states, has not come down in pro- 
Portion. I remember when—not so long 
ago—these very laboring classes showed 
extravagance in buying;—particularly, in 
purchasing only most expensive items in 
Wearing apparel—both ladies’ and gentle- 
men’s. Then, they could afford it; but con- 
ditions, today, are different. And this has 
a real and serious effect upon the Credit 
Department. If you will but look over 


your books, you will miss such customers; 
and naturally, it is up to the Credit Man 
to keep up the standard of his department, 
by seeking other channels to make up for 
the loss of such accounts, and trying to 
open as many more new ones. But, as 


ciple that you will relieve your Collection 
Department of a large quantity of unneces- 
sary work which is bound to demand atten- 
tion when accounts are not paid in accord- 
ance with your terms, or as promptly as 
expected. 





Mr. S. Wolfort 


previously stated, “it is up to you to pick 
your company.” It is, further, the duty 
of your Collection Department to see that 
none of your accounts double up on you, 
unless you have made such arrangements— 
that is, for special terms—at the time of 
purchase. 

I think it poor policy to fail to convey 
your terms (that is, the proper payment of 
a charge account) to your customers; it is 
only through strict adherence to this prin- 


You must demand a thorough report 
through either the mercantile agency or 
your local Credit Bureau, on the line of 
the individual’s standing, taking into partic- 
ular consideration the locality in which he 
resides, his mode of living, ete. And, fur- 
thermore, it is to be recommended that you 
have as close information as possible con- 
cerning the income of the applicant. It has 
been the custom in our institution to ask 
the latter question in all cases in which 
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we have deemed it necessary—and such in- 
formation is further verified by making di- 
rect inquiry Of the employer. 


It is essential that we know if the ap- 
plicant has more than a salaried position. 
In my judgment, it is necessary for a credit 
seeker to show his ability to pay an ac- 
count by producing the evidence of a bank 
account, no matter if this is a checking or 
a savings account. It is highly advisable 
that we look more into the future, to pro- 
vide for some unforeseen misfortune which 
may come suddenly upon the credit seeker. 
Sickness or, possibly, a temporary vacation 
(which has been advocated so much in the 
industrial districts in the past year) are to 
be taken into consideration. The idea is 
that if we do not carefully analyze each 
application on such points, it will be only a 
matter of time when the store will be asked 
to carry an account over indefinitely. Past 
experience has taught us that if anyone is 
getting into a tight place, the store is the 
goat, at all times, in granting additional 
time to liquidate accounts. 

People with resources, who in former 
years were liberal in buying, are living 
more economically today. Some of them 
have been compelled to do so. The capital 
they have invested has. not brought them 
the dividends they have received in former 
years, and it has necessitated their cutting 
down on their purchases. 


The unemployed all over the country are 
still numerous; and only the gradual re- 
turn of the prosperity formerly enjoyed will 
increase your sales. This, too, will auto- 
matically improve conditions in your Collec- 
tion Department. 

(2) In cities where the local Credit Bu- 
reau is an established institution, it is very 
necessary for every store to keep in con- 
stant touch with them, notifying them daily 
of each new account that has been opened. 
And along the same lines, it is necessary 
that the stores advise them of the closing 
of each account, stating, in each case, the 
particular reasons for which the account 
has been closed. The fact that one does 
not always pay his accounts promptly does 
not necessarily, indicate that his account is 
undesirable. There have been other evils 
just as deplorable as this existent in all in- 
stitutions. I refer, particularly, to chronic 
returners of merchandise, as well as those 
who periodically present unjust claims. 

The rating in smaller localities should be 
revised by the Manager of the Credit Bu- 
reau every sixty days. This action will 
prove of great help to the individual stores, 
because when we take into consideration 
the large number of accounts each of us 
carries, it is only natural that some of 
them will slip through the hands of the 
Collection Department without receiving 


proper attention. 

Information from Bank and Employer 
regarding the permanency of the position, 
as well as the income of the individual, 
will be valuable to you if they come to you, 


direct. I emphasize this because past ex- 
perience has taught us that direct Employ- 
er’s information is the best. I believe—and 
I am sure you will all agree with me— 
that one Credit Man would rather give the 
desired information to the other Credit 
Man (particularly as regards the facts just 
mentioned) than to convey such informa- 
tion through the Agency or even through 
our own Credit Bureau. We feel—and 
logically so—that such figures would be 
treated more confidentially. However, as 
previously stated, it is customary with us 
to ask such questions of the applicant him- 
self, and then to verify them. 

(3) The “limit” question should be thor- 
oughly understood by the applicant. I do 
not consider it objectionable, in general, to 
ask the amount of credit he wishes to have 
extended him—and if you have at hand au- 
thentic information as to the income of the 
applicant, you are surely in a position to 
judge the credit to which the individual is 
entitled. In my belief the minimum credit 
you can extend should be no less than $25.00 
monthly. And the general limit should be 
from 25 to 35 per cent of the monthly in- 
come. The possibility of the applicant’s ask- 
ing too high a limit should be thoroughly 
discussed in the beginning. In this way, you 
have clearly expressed your wishes to the 
credit seeker, and having been made fa- 
miliar with your terms for prompt settle- 
ment, he will be more prone to keep within 
the proper limit. If not, it is probable that 
he will at least ask your permission to go 
beyond the limit, should the occasion arise. 

When placing the limit on your records— 
particularly those made up for the benefit of 
your authorizers and your bookkeeping de- 
partment, it is essential that caution be ex- 
ercised. By placing the limit at one half 
the amount you really wish to extend, your 
authorizers will not be so apt to pass through 
large amounts;—and the Bookkeeping De- 
partment, as well, will find this of assistance 
in reporting to your department the accounts 
which are nearing their limits. 

There is another angle to be considered, 
regarding the placing of limits. This refers, 
particularly, to guaranteed accounts. On 
such accounts, in my estimation, we should 
be rather liberal; for if anyone deems it ad- 
visable to guarantee an account to you for, 
say $50.00, and if you requested such 
guarantee simply because you considered 
the credit risk only a fair one, then I be- 
lieve in taking just as much of a chance as 
the guarantor, in placing the full amount 
as your limit on the account. 

Every one of us, I am sure, is endeavor- 
ing rather religiously, to walk the chalk 
line in extending credit, and in summing up 
our losses at the end of the fiscal year, we 
are inclined to believe that we have not done 
quite so badly as others might think we have. 
However, I have recently had occasion to 
note a statement made by one of our Credit 
Men, in which he says that a 2 per cent loss 
for the past year would not be too high. 
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Now, I am sure that none of you gentlemen 
have had such a high percentage; and I be. 
lieve, furthermore, that notwithstanding the 
conditions of 1921, such a percentage would 
have been unreasonable. I am sure, in fact 
that these figures are considered entirely too 
high at any time! This figure, I am sure 
should be cut to considerably less than 1 per 
cent; and even then, I believe it a generous 
allowance on your yearly credit business, 


COLLECTION LETTER BRINGS 
95 PER CENT RESULTS 
Reprinted from Printers Ink—May 4, 192 

A collection letter recently sent out by The 
Henshel Company, New York, maker of arti- 
ficial pearls, was successful in producing a 
response from 95 per cent of those to whom 
it was addressed. About half of these re- 
plies, according to Mr. Henshel, were ac. 
companied by gratifying enclosures. 

In all a total of 260 letters were mailed 
and the company has received replies from 
all but twelve. The letter read as follows: 

“FRANKLY SPEAKING, 
you do? 

“IF you and your organization were trying 
to make the best artificial pearls you knew 
how to make? 


what would 


“IF you and your organization were try- 
ing to give your customers the best pos- 
sible prices based on a minimum mark-up, 
only sufficient to justify paying decent livable 
salaries? 

“IF you and your organization were try- 
ing to serve your customers’ wants, keeping 
their interests ever uppermost? 

“IF you had paid cash for the raw ma- 
terials used in making your pearls, months 
and months ago, LAST YEAR? 

“IF you had paid cash for gold clasps, 
gift cases, salaries of factory and office men 
and girls, railroad fares, hotel expenses, etc., 
LAST YEAR? 

And then, on April 4th. 

“YOU looked at your last year’s AC- 
COUNTS RECEIVABLE and found s0 
names you thought were your 
FRIENDS, that it was necessary to multi- 
graph this letter— 

“WHO, (including YOU) still owe for 1921 
merchandise. 

“TELL ME, please, what would you do?” 

H. D. Henshel. 

Self-addressed stamped envelope enclosed 
for check. 

AMOUNT OVERDUE on 1921 account.... 
REGISTERED MAIL 


many 


LETTER TO A LADY WHO IS SLOW 
PAY 
(Tune. “Oh, You Beautiful Doll”) 
Oh, you beautiful doll, you owe, you beauti 
ful doll; 
Gowns that have been ordered, made for 
You, my dear, have not been paid for. 
Oh, you beautiful doll, you owe, you beauti- 
ful doll; 
Your account is back about a month or 89, 
I thought you speedy, but I find you're slow, 
You know you owe, oh, you beautiful doll 
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$192,000 COLLECTED— 


when collections were slow! 


8550 COLLECTION ACCOUNTS 

—value $687,300.00—were handled 
by this agency during the past twelve months. 
2400 claims—approximately $192,000.00—have 
been fully paid to our clients to date. 


We are successfully making collections for the following 
Los Angeles firms: 


Aggeler Musser Seed Co. J. W. Robinson Co. 
Birch Smith Furniture Co. Security Trust & Savings Bank 


Desmonds Silverwood’s 

Feagons & Co. Standard Oil Co. 

Wm. H. Hoegee Co. Times-Mirror Printing & Pub. Co. 
Los Angeles Express Tribune Co. 


And can do the same for you! Send us your accounts 
in Southern California. 


‘We get the coin— 
we pay” 
H.G. Bittleston Law & Collection Agency, Inc. 


Suite 1211 Citizens National Bank Building 
Los Angeles, California 
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Spreading the Gospel of Prompt Payment 


The following extracts from a letter from Mr. F. W. Meeker, Sales Promotion Manager, 
United Creditors’ Association, Los Angeles, carry added weight as the 
opinion of a man outside our organization. 


I take it as an axiom that the final ob- 
jective of all credit and collection activity 
is the sale of the ideal and habit of prompt 
payment. 

No fear of .working ourselves out of a 
job,—the matter goes deep into the roots 
of society and into the heart of human na- 
ture. The basis of credit is identical with 
the foundation of present day civilization 
and morality, namely, the sense of individual 
responsibility and the sacredness of contract. 
As long as human hopes are in advance of 
realizations, and human nature is one per 
cent imperfect, there will be work for credit 
and collection men. 

Only in the degree that we establish the 
conviction that prompt payment pays, and 
inculcate the habit of paying bills when due, 
do we succeed in our mission. 

The ultimate goal and also the immediate 
practical aim is to make “true believers” out 
of our retail customers. The biggest ob- 
stacle, however, is not the indifference of 
the consumer; nor does the biggest oppor- 


tunity lie in publicity directed at the con- 


sumer, although that has been proved to 

have value. 
The retailer, 

stumbling block and the opportunity. 


once the 
Pre- 


cepts preached to consumers are good, just 


himself, is at 


as moral maxims are good for children. But 
formation of character and habit is born 
of action. Retail customers will never adopt 
“prompt payment” as a habit until the re- 
quirement of it has become a fundamental 
business policy of retailers. 

A few comparatively big retailers may 
light the path and lead the way but the 
work of their credit and collection depart- 
ments must needs be done over and over 
again so long as the great mass of small 
retailers do not “see the light and follow 
the path.” 

One of the big tasks ahead of every credit 
organization, therefore, is the education of 
RETAILERS in plans, methods and systems 
of conducting credit business. 

We have ready to hand in “The 
Credit World” an excellent medium for 
that purpose. Put “The Credit World” in 











Name 





Business___ 


Established in 1907 on the Rock of Service 





BESSEMER BUILDING 
PITTSBURGH, PA. 





Collects 


Past due accounts 
for 
Department Stores 


and 


Members of our Association 


all over 
The Civilized World 


ona 
No collection—no charge basis 
OUR DIRECT DEMAND DRAFTS 


Sent free of charge to any member—fill in your 


Address 





payment gospel.—F. W. Meeker. 


and tear out this ad. and mail TODAY 


the hands of half a million retailers in this 
country for a year, and the resultant 
strengthening of the credit situation would 
be felt in every fibre of American banking 
and business. 

Certainly every retailer needs “The Credit 
World.” Certainly 
every manufacturer, 


every other retailer, 
wholesaler, jobber, 
banker and credit organization would proftt, 
directly or indirectly, by thus “spreading the 
gospel of prompt payment.” 

Since the actual need exists and there js 
a strong and widespread community of inter- 
est in its accomplishment, it should be practi- 
cable, with an aggressive promotion policy, to 
build up a very large circulation. Whole- 
salers and jobbers, could readily give “The 
Credit World” a great deal of publicity, 
through their salesmen, and consulting their 
own best interests, should be glad to do s0. 

Naturally an increased circulation would 
result in attracting more advertising at 
higher rates, putting the magazine upon a 
more sound financial footing and creating a 
missionary fund to further spread the prompt 
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Credit Research as a Business Builder 


By C. L. Turrell, Credit Manager 


Harris Department Stores Company, Pittsburgh 


The credit man should be a_ business 
builder, and one of the many ways to be a 
business builder is through credit research. 

Practically all of us know, or are famil- 
iar with the practice of credit, in-as-far as 
collections and credits are concerned, and 
all of you may know what credit means— 
but do you know what the word “credit” 
really means? The word credit, rightly 
defined means, to believe, to trust, to have 
confidence in, to admit as a debtor. The 
word research may be absolutely new to 
some of us, who do not appreciate its im- 
portance, or the weight and power it car- 
ries with itself, when used with the word 
credit. Research—rightly defined means— 
search, examination, investigation, inquiry, 
scrutiny. Don’t you instantly see how the 
two words function? Can you pick any 
two words, much less any sentence from 
the English language that are more fitted 
or can be better adapted to a credit man’s 
use to get results, if his foundation of credit 
is based upon credit research? You can’t 
beat them—they were created for the suc- 
cessful credit man as a business builder! 

Reverse the two words when taking your 
application for credit—see what you have 
—research first and credit next. If your 
research is made in the proper way, your 
credit risk must be good, speaking in a 
geometrical way. Research proves credit. 
Pause for a moment to think what the word 
research really means, how it can be ap- 
plied, and to what. Get the real signifi- 
cance and meaning of the word, then apply 
it to every large manufacturer, corporation 
or useful organization formed for some help- 
ful purpose that maintains a research bureau 
and laboratory, costing them thousands upon 
thousands of dollars yearly, through the 
employment of expert chemists, clerks, 
ete, to say nothing of costly equipment. 
The results obtained are wonderful. Take 
steel companies, coal companies, brick manu- 

facturers, by-product plants, shoe manufac- 
turers, soap manufacturers, packing houses, 

oil companies. The great Mellon Institute 
located in Schenley Farms, the largest and 
finest equipped research bureau in the world. 

Yes, and even the American Reduction Com- 

pany, who collect the garbage from your 

back door. Then the idea occurred to me, 

could not research be applied to credits? I 

say, “yes, with wonderful results.” Is it 

right that any of us should lose an account 
whether said account be paid up or charged 
off? Are we doing justice to our firm, our- 
selves, or to the customer? Speaking from 
experience and practice, I say we are not 
doing a justice to our firm, ourselves or to 


the customer, and are lax in our methods if 
we do not maintain a research bureau. 

I have adapted research work to ac- 
counts for the past fifteen years. This ap- 
plies to paid up and charged off accounts. 
When you figure how much it costs you to 
get each customer into your store, and the 
amount of business you lose through their 
getting away from you, and the difference 
it would make in overhead, you will create 
a research bureau. It doesn’t cost much 
to maintain it—you don’t need any expert 
chemist or laboratory, or any costly equip- 
ment. Your application for credit if prop- 
erly taken, is the basis of your research or 
laboratory, you are the chemist, with no 
chemicals, and your equipment consists of 
the street and telephone directory. (I may 
add here that if a customer changes his 
residence or place of employment, or if it 
has been necessary to trace the customer, 
every notation of any kind pertaining to 
that customer is noted on the application 
for credit.) See if this is logical—Mrs 
Wm. W. Wells owes you an account of 
$150.00; she has become delinquent, you 
send her a letter, the letter is returned 
marked: “moved, no address.” How do 
you proceed to locate her? Get your ap- 
plication for credit and in tracing her make 
every notation on that application, tele- 
phone number, friends or relations, etc., un- 
til finally she is located and pays up her 
account. Suppose in circularizing your paid 
up accounts, a circular addressed to Mrs. 
Wm. W. Wells is returned marked: “moved, 
no address.” Now isn’t it just as essential 
to exert every effort within your power and 
use every available means to locate Mrs. 
Wells that you may continue business rela- 
tions with her, as it was to locate her when 
she owed you $150.00? If that circular when 
it was returned marked “moved, no ad- 
dress,” was stamped “mail returned” and 
thrown into the waste-basket and the ac- 
count was stamped “mail returned,” that 
customer is lost to you. She, needing more 
merchandise later on, applies to your com- 
petitor for credit. Of course, in giving her 
references she gives your store, where she 
formerly had an account. Note her address 
on your application for credit when they 
call or write for reference. Your competitor 
has gained a new customer and you have 
lost an old customer, a customer whom you 
were acquainted with, knew exactly how 
she could handle an account and how much 
credit she was entitled to, what she would 
buy, how she would buy and her circum- 
stances. If the circular when returned had 
been submitted to the research bureau, you 


would still have Mrs. Wells on your books. 
Say she cost you $5.00 overhead to get her 
into your store and bought $150.00 worth 
of merchandise. You have to make up for 
Mrs. Wells account, as she is dealing else- 
where, and to do this you will open, pos- 
sibly, three accounts totaling $150.00 to re- 
place Mrs. Wells’ lost account. The cost 
will be $15.00 and the loss of Mrs. Wells 
account will make your total $20.00, plus 
the profit on $150.00 purchased, to replace 
one lost account. Use credit research as a 
business builder. 

The same theory and practice can be ap- 
plied to charged off accounts. Times, con- 
ditions and people change. A customer who 
was very slow and charged off, we will say 
eight years ago, today may be worth, $10,- 
000.00. I know a case of this kind. His 
credit cannot be questioned, although he 
owed my firm $32.00 for eight years. At 
the time of opening the account he was a 
mule driver in a mine but he was progres- 
sive and today he is a mine owner. He 
was found through credit research on P. O. 
accounts. I am glad to state that this man’s 
account is paid, and I have him on the 
books now as a prompt thirty day account. 
I could relate thousands of instances that 
parallel this case. Make a partial list of 
your P. O. accounts and exchange with each 


- other and you will be surprised to find many 


of your A-1 accounts listed as P. O. ac- 
counts with your competitor. Are any of 
you here in the same position as you were 
ten or fifteen years ago? Are your condi- 
tions improved, has your family grown up 
to give you more financial power and sup- 
port? If yourconditions have improved, so 
have your charged off customers’ conditions 
improved, and your credit department is in- 
efficient if you permit a customer to get away 
from you. The man who was a clerk a 
few years ago, to-day is an auditor, the 
foreman, a superintendent, the bank teller, 
a cashier, the carpenter, a building con- 
tractor, the waiter, a restaurant owner, the 
barber, a shop owner, the bartender, a hotel 
keeper, the grocery clerk, a store owner, 
the auto repairman or chauffeur, a garage 
owner, the one horse driver, a hauling con- 
tractor. So go back for fifteen years over 
your old accounts, both paid up and charged 
off all of these people have needed shoes 
and clothes and they are buying them some- 
where but not from you. Why? Because 
they are sensitive to the fact that they owe 
you a small balance on an account, and you 
have neglected to keep in touch with them, 
and consequently, they have established 
credit elsewhere. 















































































“We are very sorry, Madam, 


but we cannot open the account—at least, not at this time.” 
“Why, what do you mean, have you written to Chicago?” 
“Yes, indeed—and we have received most favorable replies— 
but, there is another reason—if you will permit me to explain.” 
“Another reason?” 
“Yes, you see in writing, to your references it is the established 
policy of the Los Angeles retail stores to ‘Clear’ your name 


through The Retail Merchants’ Credit Association. This organ- 


ization, which is owned and operated by us as members, keeps a 
Master file * * * * *” 







And having, obtained the opportunity for explanation, the 
credit man proceeds to tell the applicant for credit accommodation 
that our Master record has disclosed that several merchandise ac- 
counts were left unpaid in Cleveland —the city she forgot to 
mention when siving antecedent references. 
































—NOW NOTE THIS— 


If the lady wants credit and we have your claim, she will 
pay you to buy from us: 


If she doesn’t want to pay and we have your claim, she 
won't set credit— and we will have extensive, up-to-the-minute 
information as to her ability to pay upon which to base our 
efforts to enforce payment ! 


—AND CONSIDER THAT— 


Similar conversations take place daily in the credit offices of 
Los Angeles—that’s why we say: 


“She cannot become our debtor until she pays your bill” 


Isn't this a convincing, reason why you should place your 
accounts here for collection? 








Retail Merchants’ Credit 


Association 


300-310 I. W. Hellman Building 
LOS ANGELES 
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POLICE TO HELP CREDIT EXCHANGE 
Merchants Will Establish System of Protec. 
tion Against Passers of Worthless 


Checks 
A drive will be started immediately 
protect local merchants from 


receiving 
worthless checks from persons who iggy 
checks without sufficient funds in bank t 
cover them, the Harrisburg Credit Exchange 
announced last night. 

The Exchange has secured the co-opera. 
tion of the local police department and the 
Pinkerton Detective Agency. As soon as aq 
merchant cashes a check that proves worth. 
less, according to the plan of the Exchange, 
he will notify them and all other merchants 
in the city will be warned. In addition the 
police will be notified to arrest the person 
who issued the check. 

Through the plan of the Exchange the 
merchants will then cease to give credit to 
the person who gave the check, until he has 
made settlement in full. 

t was also decided that a question box 
feature will be instituted at the next meeting, 
All merchants who desire information on 
questions of credit will write their question 
down and it will be discussed at the next 
meeting.—Harrisburg, (Pa.) Patriot, April 
26th issue. 


CREDIT DON’TS OR THREATS IN 
COLLECTING 

Several specific bits of advice may be 
given to credit men, to disregard which 
may mean definite and distinct trouble with 
the Post Office Department. 

1. Never threaten criminal process, either 
by mail or otherwise. 

2. Never send post cards, bearing the 
name of either creditor or debtor, in refer- 
ring to a claim either paid or unpaid. 

3. Never send a post card to a debtor 
referring directly or indirectly to an account 
he owes. 

4. Never send a post card receipt to a 
debtor or forwarder. 

5. Never threaten through the mail to ex 
pose the shortcomings of another. 

6. Do not mail dunning notices of any 
kind unsealed, either by first-class postage 
or third-class postage, unless sanctioned by 
a local post office inspector. 

All efforts that border on threat are t 
be strictly avoided—being in conflict with 
the law and are very liable to lead to seri- 
ous entanglements. 


COLLECTION INSERTS PAY 
Every day we are receiving evidences of 
the popularity of our “Aids to Collection” 
inserts. Only last week the members of the 
Davenport Association ordered ten thousand 
Their value in speeding up 
scores of 


of these inserts. 
collections has been proven by 
Order a sufficient number to 
close with your May statements. Prove their 
effectiveness for yourself. Printed in twe 
colors—$2.00 per thousand. Special price 
ten thousand or more. Order from National 
Office. 


members. 
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When first asked to write a paper on this 


subject, it seemed to be an easy one, but 
upon closer study of the entire subject, I 
am convinced that it is not only a difficult 
task, but one that calls for the very best 
service any one has to give. 

If the subject had read “Raising the Per- 
centage of Collections” and stopped there, 
tt could quickly and easily be answered. 
But how to do this without losing custom- 
ers or sales is a very different question and 
must be answered with care. 

To answer the question literally and just 
as asked is impossible. Upon closer thought 
this job calls for the ideal credit man or 
credit woman. I shall not attempt to de- 
scribe the ideal credit man, but he must 
be one who knows his business from Alpha 
to Omega. j 

How will you begin to increase your per- 
centage of collections? By sharp dunning 
letters, by demands for immediate payment, 
by insinuations of suit or suspense of the 
account? No! These methods will not do. 
They will give offense and cause loss of 
sales and loss of customers. 

Where then, shall we begin? 
get back to the beginning of our troubles, 
or in other words, the primary cause of 
I mean 


We must 


our low percentage of collections. 
by this the opening of the account for the 
first time which should be done with great 
care. 

In the Crepir Wortp of January, 1922, 
is to be found a most excellent article on 
this subject by Mr. Weir, Credit manager 
of A. Hamberger & Sons of Los Angeles. 
I would state the terms of sale each time 
in opening an account so that the customer 
will know your terms directly from you. 
The selling department cannot be depended 
upon for this. 

When this understanding is lacking, 
your collection department is sure to be 
told, “I didn’t know that it was necessary 
to pay in full each month.” The intentions 
of the customer may be good, but the aver- 
age time on the account is usually bad. 

After the account is opened, the limits 
must be watched and when the time ar- 
tives to send a second statement or ask for 
4 payment by means of a letter, it should 
be done with great care. 

First, I would recommend that each ac- 
count be treated individually. No set rule 





can be applied successfully in the collection 
of accounts. I do not use any form letters 
my collection department. The customer 


| Raising the Percentage of Collections 
Without Losing Customers or Sales 


Address of J. H. Taylor, Credit Manager, Thompson, Belden & Co., Omaha, 
at the Midwest Conference at Des Moines, April 24, 1922. 


must be considered as sitting or standing 
before you. What would you do and say 
under those circumstances? 

When you have decided this, you should 
try to put the same thoughts and expres- 
sions into your letter of request for pay- 
ment. Remember you may be writing to a 
very refined woman who never before had 
received a letter reminding her that she 
was delinquent in the payment of her obliga- 
tion, or you may be writing to an old 
“hard-boiled” customer who is financially 
good but careless about his payments. 

Never forget the old adage. “Chickens 
will come home to roost”. Your letter may 
find its way to the president’s desk next 
day and you want it to be one you will 
be proud of. 

Some one may say it is impossible to 
give this personal attention to each account, 
when you have such a large number of ac- 
counts, say twenty or twenty-five thousand 
or for that matter, a hundred thousand ac- 
counts. My personal opinion is that if you 
have more than ten or twelve per cent of 
your accounts that require follow-up col- 
lection letters you have an _ over-supply. 
From this you will see that the number 
of follow-ups is reduced to a small number. 

If the business is so large that the credit 
grantor does not give personal attention to 
the collections, it should be directly under 
his supervision and he should see that the 
person attending to that work is competent 
to carry out his ideas and wishes. 

After we have our accounts open and in 
operation, we find we have a class of ac- 
counts that might be designated as chronic 
slow pay accounts. They are difficult to 
avoid. How to handle these is no easy 
task. Many of these are liberal buyers, 
many have large families and relationships 
and we have a number of the prompt pay 
intimate 
friends or relatives of the officers of our 
company. What shall we do with this class 
of customers? They are affecting our per- 
centage of collections and we must improve 
that if we can without loss of customers. 

The thought in my mind is best stated 
by the words “Educate them.” Your letter 
should emphasize the terms under whoch 
the sale was made, not once, but many 
times. Educate them upon the value of a 
good prompt paying credit. Ultimate fi- 
nancial responsibility is not enough. If they 
are known to have previously bought away 
from home, this can be used to call their 
attention to the necessity of prompt pay, as 


ones on our books. Many are 
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the foreign stores always want to know how 
their bills are paid at home. 

If this fails to bring them up in their 
standard of paying, personal contact must 
be established and when a proper course 
in this direction fails, it is time to close 
the account if the average time continues too 

During all of this educational work, ref- 
erence should be made to the local credit 
bureau, its purpose in the business commu- 
nity and its value to the customer as well 
as the merchant. Let the customer know 
that you have access to the ledger experi- 
ence of other credit grantors at home and 
abroad. 


Allow me to summarize as follows: 
First: Open accounts only with those whose 
credit standing and previous pay habits 
would warrant you in believing that they 
are going to pay your account upon the 
terms agreed. Some one says “How do you 
know?” Close co-operation with the credit 
bureau will be your first and best aid— 
there you can learn how the customer treats 
his other obligations. 
very 


He will treat yours 
the same. Second: Have the 
customer get a definite and well defined un- 
derstanding of the terms ‘and a knowledge 
that you are pleased to have the account 
under those terms. 

Every new account should be acknowl- 
edged by a letter expressing appreciation 
of the business, a promise of the store’s 
best service and a statement of your usual 
terms. Third: Do not take on any “pet” 
accounts that you will be afraid to ask for 
payment as soon as due. Fourth: In your 
correspondence be exceedingly courteous and 
sympathetic toward the customer. Make 
the request the main point in the letter, but 
it can be softened down by other thoughts 
being added. In nearly all first letters, 
you can add, “We would be much pleased 
to have you make further purchases on the 
account this month.” This is not only a 
solicitation of business, but it a positive 
statement that the account has not been 
closed. Fifth: Does it pay to be nice to 
the credit bureau? J’ll tell the world it 
does. I feel perfectly safe in leaving my 
office to come to this convention, not only 
because my own office is running nicely, but 
because there are ten or twelve fine com- 
petent men and women in the credit bureau 
who will immediately report to my office any 
information of a derogatory nature that 
comes to their attention concerning any ac- 
count that I have on record. Can you sur- 
round yourself with anything more valua- 
able than this? The wonder is how did 
we ever do business without it? 

Sixth: Turn your accounts over to the 
collection agency just as soon as you deter- 
mine they should receive that kind of at- 
tention. Don’t wait until the end of the 
month or until you have a large number 
to turn over. Treat each account indivyid- 
ually and independent of every other ac- 
count on your books. Seventh: 
is the price of safety. 


much 


Vigilance 


_ Cleveland—The Convention City 


(Continued from Page 10) 


Probably nowhere outside of New York 
City is there a more magnificent shopping 
district than in Cleveland. Wide streets ac- 
commodate the tremendous vehicular traffic 
and broad sidewalks permit the rapid pas- 


establishments attain perfection in beauty 
and artistic decoration. This thought is un- 
consciously conveyed to the visitor and the 
result is that Cleveland’s shopping district 
has become nationally famous. 








Cleveland welcomesgits visitors by waterat the municipal piers where steamers 
from Detroit, Buffalofand other lake points arrive daily during 


the summer season. 


sage of the hundreds of thousands who 
throng this district daily. 
In Cleveland today are many of the finest 


retail stores and restaurants in the United 














Cleveland’s ore docks, a scene of great industrial activity. 


States. Merchants, as though spurred by 
the incentive that wide streets and side- 
walks and magnificent buildings offer, have 
striven to outdo one another in making their 


| playhouses, 


The same idea has been carried out by 
theatrical enterprises and in 1920 seven 
elaborate playhouses were erected augment- 
ing Cleveland’s previously ample facilities 
for the amusement of theatre lovers. These 
for the drama, vaudeville and 
motion pictures, are the last words in archi- 
tectural design. Four of them are located 
in that upper section of Euclid Ave. recently 
occupied by mercantile establishments. They 
are all within the same block and these 
alone provide seats for more than 15,000. 

After a busy day in the manufacturing 
districts or at convention sessions, the visitor 
to Cleveland may easily find restful pleas- 
ures to occupy the evening hours, for not- 
withstanding the city’s phenomenal growth 
in population and industry, its facilities for 
healthful pursuits and wholesome recreation 
have kept pace. 

Cleveland is a well rounded city—a good 
place to work in and to live in and an ideal 
one for business. 





Cleveland's new $6,300,000 Public Hall, the main unit of which 
was formally opened this spring. This magnificent structure 
seats 12,500 persons and provides 70,000 square feet 
of floor space for exhibits. 
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MIGHTY IN 
BUSINESS! 
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ODAY in thousands of offices and 


banks ‘‘EXCELLO PENS"”’ will be 
used to carry on the day’s business. 
You too will realize the daily and 
hourly worth and value of ‘‘EXCELLO 
PENS”’ by giving them a fair trial. 
Order the style you prefer in the ‘‘EX- 
LLO”’ make, or send for samples 
at our expense. 


‘*EXCELLO PENS" are plated with 
silver-alloy made of special heavy 
quality cold-rolled carbon steel. They 
are built to write smooth under a heavy 
hand, and their value is exceptional. 

The ‘‘EXCELLO’’ No. 61 ball- 
point is very popular for general busi- 
ness use. All orders are sold with a 
guarantee of satisfaction. Write today 
for the quality pen. 





H. F. KRUEGER 


P. 0. Box 505 KANSAS CITY, MO. 























An Efficient 
and Responsible 
Collection 
Organization 


owned and controlled by 
the Retail Merchants of 
San Francisco 


Solicits your — 
Collections— 
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DEPARTMENT 
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Credit Assn 


112 Kearny St. 
SAN FRANCISCO, CALIF. 
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Accurate Bills 


By Archibald MacLeish, Office Manager 
Carson Pirie Scott & Co., Chicago. 


The customers of any business have the 
right to expect that the greatest effort will 
be made to keep charge accounts and ren- 
der bills with absolute accuracy. The sys- 
tem of mechanical accounting that our com- 
pany has adopted insures our customers 
correct bills. The mechanical accuracy of 
the machines is such that our accounts are 
always in balance, postings are proved 
daily and but few errors are possible, and 
those usually typographical ones. 

For several years we experimented in at- 
tempts at mechanical accounting, even be- 
fore the present appliances were on the mar- 
ket. To obtain the best results we worked 
out an accounting system suitable to our 
conditions and called in the various machine 
manufacturers to meet the requirements as 
outlined in our plan. In 1915 we adopted 
bookkeeping machines and at the present 
time have an equipment of sixty-five ma- 
chines. The use of these machines has 
brought about satisfactory results, entirely 
substantiating the manufacturer’s claims. 

A remarkable change has come over our 
whole office organization in respect to this 
mechanical accounting since its installation. 
At first opposition developed from many 
sources, but since it has proved to be a 
practical labor saver with the additional 
advantages of proven work, elimination of 
errors, congestion and trial balance troubles, 
all opposition has disappeared to such an 
extent that the employes of our account- 
ing department would not, under any con- 
sideration, favor going back to the old 
method. 

Mechanical Bookkeeping Procedure 


Briefly, the procedure in our bookkeeping 
division is as follows: 

The sales tickets, sometimes called checks, 
are collected several times daily from the 
various authorizing points (where credit is 
passed upon), taken to the auditing depart- 
ment and there sorted into ledger divisions. 
On the following morning the tickets grouped 
by ledger divisions are given to the persons 
known as control bookkeepers who have 
charge of the various sections of the book- 
keeping division, each section consisting of 
a control bookkeeper, one posting operator 
and two billing operators. 

The control bookkeeper mentally proves 
all extensions and hands the checks to the 
Posting operator, who posts only the totals 
into the ledger with the bookkeeping ma- 
chine. The posting operator enters the deb- 
it, picks up the old balance and creates 
the new balance on each individual account, 
the machine meanwhile running a tally strip 


of all the old balances, debit postings, and 
new balances. 


When the operator has completed what 
we call a unit or book, comprising from 
fifty to two hundred tickets, she reads from 
the registers on the machine and writes on 
the tally strip the totals of the debits, old 
balances and new balances. She then re- 
moves the tally strip from the machine and 
hands it with the checks to the control 
bookkeeper. 

The control bookkeeper retains the tally 
strip and hands the tickets to one of the 
billing operators, who enters these tickets 
on the bills in the same manner that the 
posting clerk enters them on the ledger, ex- 
cept that they are itemized. When she has 
finished billing one unit, she also removes 
from the machine her tally slip, which 
shows the totals of debits, new balances 
and old balances. She then hands back her 
unit and tally strip to the control book- 
keeper to compare the poster’s and biller’s 
strips and if the totals of both are in agree- 
ment, it indicates that the posting and bill- 
ing have been correctly done. 

If the totals do not agree, the billing 
operator compares her tally strip with that 
of the posting operator, item by item, and 
by this method quickly locates any error. 
All corrections or changes must be made 
under the supervision and with the consent 
of the control bookkeeper. 

Our cash items and credits are entered in 
in the same manner as sales tickets, ex- 
cept to the credit of the various accounts. 
In connection with the machine our entire 
system is a voucher one, including 
ledger transfers. 

Standards of Output 

We have set a standard of one thousand 
postings per day for an experienced opera- 
tor which is met without difficulty. We 
have set five hundred tickets per day as the 
billing operator’s standard. Many opera- 
tors have done far in excess of the stand- 
ard both in posting and billing. The daily 
output per operator very naturally varies 
according to the volume of business. We 
regularly operate with forty-eight machines, 
using the remaining seventeen of our total 
of sixty-five to take care of our peak load 
seasons. 

The installation of a successful mechanical 
accounting system will take many weeks of 
careful analysis, instruction and patience, 
but the benefits resulting from such a 
method are well worth the labor and out- 
lay required. The principal features tend- 
ing to the success of mechanical accounting 
are plans well made in advance, and 
proper schooling of those who are assigned 
to carry on the work. The rapidly increas- 
ing demand for this method of accounting 


even 
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and its popularity are due to several rea- 
sons. It produces correct results, 
labor and cost, and makes it easier to 
operate on a fixed schedule. In spite of the 
fact that we have sixty-five machines and 
maintain thousands of active credit accounts, 
we close our books by about noon on the 
first business day of each month, and have 
our bills ready to mail between two and 
four o’clock on the afternoon of the same 
day. 


reduces 


Monthly Closing Procedure 


Under our present system the closing of 
the books at the end of the month varies 
only to a slight degree from the daily 
routine of any other day during the month, 
practically the only difference being that 
we advance the work, so as to do the last 
three days’ work in two days’ time. Part 
of this work must of necessity be finished 
on the forenoon of the first day of the 
month, particularly if the volume of busi- 
ness at the end of the month should be 
heavy. 

We experience little or no confusion or 
congestion in our office on the last days 
of the month, and there is no correct- 
ing of an accumulation of errors, be- 
cause these are corrected automatically as 
they occur, and the machine method proves 
all figuring in each account as it is active 
during the month. 

Trial balances are drawn off beginning 
on the forenoon of the first day and com- 
pleted early that afternoon. These balances 
are checked and compared with the con- 
trol accounts of the ledgers. Since the 
completion of our mechanical accounting 
system we have not been out one cent in 
any month on our trial balances. We 
secure 90 per cent of the balances on the 
second day of the month, and the rest of 
them shortly thereafter. 

Under the old system, an accounting de- 
partment faces five, six, seven, or even 
eight days of anxiety, pressure and nerv- 
ous tension previous to the end of the month 
to bring the books to a successful close. 
Our mechanical method spreads this labor 
over the entire month and the close of the 
old month is less difficult than the opening 
of a new month. The accuracy of mechan- 
ical accounting assists materially in produc- 
ing this condition. 


Automatic Proofs in Mechanical Accounting 


1. We prove that all items are correctly 
posted as to amounts, on both ledgers and 
bills, 


2. We prove that all items are ac- 
counted for, and that none are omitted from 
either ledgers or bills. 

3. We prove that old balances are prop- 
erly picked up on both ledgers and bills, 
and that new balances are correctly com- 
puted. 

4. We'prove that debit items are entered 
in debit columns, and credit items in credit 
columns. 
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5. We prove that the items have been 
posted and billed to the correct accounts. 

6. We eliminate all trial balance trou- 
bles. 

7. We eliminate the 
thousands of bills at the end of each month, 


labor of posting 
as under our plan the bill is ready to ren- 
der immediately after the last entry has 
been made. 

There is nothing more displeasing to a 
customer than to have items entered into her 
account and a bill presented for merchan- 
dise she did not purchase. Therefore, in 
our statement concerning automatic proofs 
of correct work, the part relating to this 
feature will be recognized as very valu- 
able. 

Proof is possible because if either the 
posting operator or billing operator enters 
an item to the wrong account there will be 
a difference between the balances picked up 
by the two operators and a discrepancy 
will show in the totals of the old and new 
balances on the tally strips. A comparison 
between the poster’s and biller’s tally 
strips will immediately localize the account 
incorrectly posted. 

One other good feature in our system of 
mechanical accounting is that it helps to 
simplify the sale auditing of the charge 
tickets, because they are practically audited 
in posting and billing. Then, too, the 
work of bill adjusting is made more simple 
because the bills are exact copies of the 
ledger accounts. 








COLLECTIONS 


SEND 
YOUR 
ACCOUNTS 
TO 


The MERCHANTS 


ASSOCIATION 
of FRESNO 


Established 1906 


Owned and Controlled by 
356 Merchants of Fresno 


Bonded Employees 


Our References: 
Any Merchant or Bank in Fresno 





Fresno, California 
631 Rowell Blvd. 


L. J. Atien, SecreTARY 
W. A. Sturceon, 
Manacer Co ttection Dept. 
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Unity and Cooperation 


By Harry Hickox, Pittsburgh, Pa. 


EARS ago, 


written about man, he roamed around 


long before much was 


singly, in rather a promiscuous sort of fash- 
ion. But, the rigors of Nature have accel- 
erated his herding instincts. 

He found that by co-operating with his 
fellow man in communities that he could 
protect himself against wild animals, enemies 
and climate by building forts and huts. 

Co-operation and service spelled strength 
thousands of years ago, just as it does to- 
day. But do we ever learn this lesson? 

Wasn’t it only a few weeks ago, that our 
good General Pershing was man enough to 
call Mr. Gomper’s attention to the obvious, 
but apparently forgotten fact, that the La- 
bor Unions of this country did not win the 
war, but our American people? 

But, back to our subject: 

In times of stress, famine, or war, the 
weaklings ducked then, as they do now to 
cover. 

The ancient slacker was willing to share 
bread and plenty, but not responsibility. 

But, the law of compensation took care of 
them. If nature did not 
death in the wilderness, their fellow men 


starve them to 


made short work of these slackers if they 
were caught. 

Hamlets have grown to towns, towns to 
cities, cities to states, states to countries. 
So have grown our businesses—from cor- 
ner stores to larger stores—to John Wana- 
makers and Marshall Fields. In like manner 
have been created our big combinations of 
business, the oil, the sugar, the cotton, and 
other great combinations. 

If you want to ascertain if these combina- 
society 
just ask your grandmother what she paid for 
oil, for cotton, for sugar or silks fifty years 


tions have served advantageously, 


ago. Then compare those prices with what 
the same product sells for today. 

Our associations of business men, Rotary, 
Kiwanis, Lions, and the Credit Men, are be- 
coming tremendous factors in business, whose 
importance will surprise us a few years 
hence. 

Human nature, however, hasn’t changed 
much. We have those, who, for imagined 
economy would junk their membership to our 
Association. 

When do you need your membership in the 
Retail Credit Men’s Association most, in 
time of fair weather, or times of stress? I 
have your answer now. 

Remember, back in 1919 when things were 
booming and no one could help paying their 
bills. Remember, when certain credit men, 
when invited to join our Association, would 
complacently tell you, “Well, you know I’ve 
been watching my credit carefully 
lately, and your Association couldn’t do me 
a particle of good!” 


very 


They were right—they didn’t need us then, 
But do they need us now? 

It is not to be supposed that Members of 
our Association who are not Credit mep 
need us now—they may not. If they mus 
economize, all well and good. 

But, how credit men, directly or indirectly 
interested in credits, can feel they are econ- 
omizing by dropping the Retail Credit Men’s 
Association—well, it is like a man in a hurry 
—jumping off a fast train, then trying . 
beat it to the station. 
weather workers. 
ceed. 

At the end of 1922 we will have more 
members—and what is more, they will be 
real MEMBERS! 


Most men are fair 
That is why so few suc. 


BOGUS CARPENTER CHECK OPERA- 
TOR ARRESTED: 

We have just been advised that a party 
answering the description of fellow who re- 
cently passed checks posing as a carpenter 
was apprehended in Dallas, Texas. In some 
instances represented himself as a painter, 
Is being held for forgery in Fort Worth, 
Texas, under the name of Marvis St. Clair. 
A search of his room revealed his wife pos- 
sessed a number of handsome garments some 
bore the name of a Miami, Florida, store. If 
you are interested wire National Office. 


For 
Quick 
Returns 









Coin Mailing 
Cards 


Here is something you have felt 
the need of for some time. The 
nature of your business necessa- 
rily involves many small accounts 
that will be readily collected by 
enclosing these cards to customer 
as a safe convenience in remitting. 


A most potential factor in build- 
ing up and stimulating mail-order 
trade, and in many ways render- 
ing aservice indispensable to your 
business. Used by the most 
progressive firms everywhere. 


Sambles on Request 


John N. Spies, 


Patentee and Manufacturer 


‘ Watertown, N. Y. 
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-A Comprehensive Credit Control Record 


By Edw. W. Knapp, Manager Credit Section 


The Mabley & Carew Co., Cincinnati 


Reproduced below you will see the con- 
trol record which we use to give as a 
monthly abstract analysis of the workings 
of our Credit Section. 


conjunction with existing methods of hand- 
ling accounts. 

A brief outline of our procedure in hand- 
ling the monthly analysis of accounts fol- 


examination statements (on special forms) 
are made of accounts of those upon whom it 
seems advisable to have a collector call. All 
accounts delinquent sixty days or over are 
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compile this information, but it makes our 
departmeat more efficient and gives us a 
wonderful comparison record, as it quotes 
items or figures which we all should be 
familiar with. As a matter of record the 
time spent is well worth while. 

This record does not in any way supplant 
the bookkeeping system, but can be used in 


























The Credit Section is operated in two 
divisions, personnel being Credit Manager, 
Division Credit Manager,—A to K, and 
Division Credit Manager—L to Z. 

The Division Credit Managers at the be- 
ginning of each month conduct an examina- 
tion of all accounts with the purpose of list- 
ing delinquents. During the course of the 




















not collector was sent, and date to which 
account is delinquent. 

Examination of twenty to twenty-five thou- 
sand accounts is usually accomplished in 
from seven to ten days, the work being 
merged with other credit duties. 

Beginning about the 15th of the month 
with this list as a guide, delinquent accounts 
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are checked over and action taken as indi- 
cated by condition of account, previous pro- 
cedure, etc. 

The condition of account and previous 
procedure is determined by referring to the 
form known in our office as the condition 
card. 


The charge and cash transactions of all 
accounts are posted on the condition card 
each month. This procedure is accomplished 
by utilizing the spare time of billers, credit 
authorizers, and other office employees, thus 
entailing little or no additional salary ex- 
pense. 

As account is checked entire amount de- 
linquent (sixty days and over) is set down. 
The code mark indicating action taken is 
also set down. 

For example—an X mark indicates a let- 
ter written. A V mark indicates that an un- 
derstanding exists as to the settlement of the 
account and no letter or other action is re- 
quired, so that a delinquent account listed in 
March 1922 might appear on the list “(Sta) 
John Doe 9/21—$75.21—$25.11 X”, indi- 
cating that John Doe’s account is delinquent, 
and that a collector called upon him, and 
that a collector’s report should be filed with 
the condition card, which, of course, in nu- 
merous cases influences the action taken; 
that at least a portion of his account is for 
merchandise bought in September 1921; that 
the total amount delinquent sixty days and 
over is $75.21; that of this amount $25.11 is 
delinquent 60 days only, and that a letter 
was sent Mr. Doe with reference to his de- 
linquency. 

At the end of each month a report is com- 
piled from the delinquent list. This report 
shows the number of accounts and amounts 
involved, classified as follows: 

Delinquent accounts listed. 

Accounts delinquent 60 days only. 

Accounts delinquent 90 days and over. 

Accounts delinquent 90 days and over also 
owing sixty day amount. 

Statements given collector. 

Letters written. 

Persons phoned, etc. 

The figures are set down in spaces indi- 
cated by headings in the yearly report form 
submitted. 

Other data required for the form is made 
clear by the various headings and is ob- 
tainable from the usual office records. 





STOLEN CHECKS. 


Be on lookout for checks numbered 600 to 
699 of Edison Petroleum Co., Tulsa, which 
were stolen, drawn on Exchange National 
Bank, “General Fund” printed across ends of 
checks, two signatures signed with green 
ink. Also checks American National Bank 
of Sapulpa, H. D. Huycke, checks made out 
for labor, hauling, etc., dated 3-12-22 to 3- 
15-22 each for $36.00. 


The Man Who 
Knows It All 


By J. H. Tregoe, Sec’y-Treas. National 
Association of Credit Men. 


THE MAN who knows it all is the man 
who is likely to make the biggest failure. 
When you find someone who does not need 
to be taught, whose knowledge compre- 
hends all needful things, who can’t see the 
value of mingling with others and exchang- 
ing ideas, you may at once conclude, here 


is a man dangerous to go along with. 


But when you run into the man whose 
attitude is that of a seeker of information 
bearing upon his work, who is conscious of 
the fact that even in his sphere of: experi- 
ence and observations others have some 
things he does not know, and whose atti- 
tude is that of the explorer for new goals 
in his line of work, then one beholds the 
man who will take his graduate degree 
with high honors. 

Have conceit about your superior knowl- 
Healthy 


growth will come where there is eager 


edge and dry rot will set in. 


spirit to secure the best equipment accom- 
panied by a spirit of humility. 

In this thought we have the reason why 
great prosperity destroys so many men. It 
makes men too sure of themselves. It gives 
them the feeling of individual sufficiency. 
They lose the point of view of inter-depend- 
ence among men. In such times men lose 
the sense of proper perspective. 

We discover this in Association work. 
We find men who were affiliated with trade 
organizations in times of prosperity but 
were not so greatly impressed with the 
need of rubbing up against other men, ex- 
changing ideas and getting the best that 
was going in their field. This egotism is 
expressed in, “I know it all.” And I say 
we must keep at our books, we must keep 
up our association with men so long as we 
are in active work and are carrying def- 
inite responsibilities. This is as direct a 
part of a man’s obligation to the enterprise 
which he is serving as is his obligation to 
devote himself to individual details of busi- 
ness. 

I earnestly crave big broadness of spirit 
among us credit men that will lead all of 
us, whether of large or smaller responsi- 
bilities, to eternally seek ideas and stand- 
ards that will help us do our part to keep 
business sound and ready at all times to 
meet the violent fluctuations that can scarce- 
ly be avoided so long as business condi- 
tions are subject to a great variety of world- 
wide influence. 
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The Tucker Service 


Has a series of four 
COLLECTION LETTERS 


that are bringing in the 
money on long overdue 
accounts for a large 
department store in 
Baltimore, Maryland. 


The Credit Manager of this store endorses 


the letters; his name will be given on request. 


$5.00 


Tear off and mail this coupon with 
your check for $5.00. 


THE TUCKER SERVICE 
14 E. Lexincton Sr. 
BALTIMORE, MARYLAND 


Please send us one set of the Col- 
lection Letters, series A-3. 


Name 


Address 




















‘SAN 
OPPORTUNITY” 


An old established credit agency 
(retail), in a large Southern city, 
wants a manager, between 25 and 
35, with experience in operating a 
credit agency. Must have a good 
education, some sales ability, be a 
good mixer, in good health and 
want to locate permanently. This 
position affords a good future. In 
replying, cover in detail your quali- 
fications. Address reply to ‘‘X”’ 
care of the Credit World, 
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The Financial Digest 


By W. Ries 
Research Division 


CAPITAL ISSUES IN FEBRUARY INCREASED 











The Retail Charge Account 
Prepared for the Associated Retail Credit Men of 
New York City; F. W. Walter, Editor 
This volume gives, for the first time, a detailed 
and authoritative description of the methods that 
have been developed in representative city stores 
for handling credit problems. The sixteen chap- 
ters were written by the heads of the credit de- 
partments of Bloomingdale Bros., Franklin 





















































1922 penn 1920 sts Satna, tt "eor ater enaptanah tar on 
New Capital $311,000,000 273,000,000 255,000,000 182,000,000 Siactive book by F. W. Walter, of the Bailey 
Co., Cleveland, Ohio. 
. The material presented covers every phase of 
Refunding ascnmnatind —- weicamnanen ae credit granting, and the methods described ¢an 
be applied by the'credit man in any business 
Total 359,000,000 319,000,000 282,000,000 278,000,000 large or small, Just Published, 264 Pages, 
Cloth, $3.00 
UNFILLED ORDERS OF U. S. STEEL CORPORATION on Feb. 28th ate oe me 
1922 1921 1920 1919 —— 
in Tons 4,100,000 6,900,000 9,500,000 6,000,000 The Ronald Press Company 
COSTS Y SEES ” Bers — ctr 
uDilisbers o anda o 
Mar. 29 Mar. 22 Mar. 29 MANAGEMENT ENGINEERING 
Foodstuff 1922 1922 1921 ay ons = Ss 8 SS we ee ee pf As 
Wheat No. 2 red 1.40% 1.4344 1.73 THE panty Sy el 
Corn No. 2 yellow .73 .76 8144 You may send me, prepaid, Walter's “The Re- 
. “ 1 1 tail Charge Account,’ for examination. Within 
Oats No. 2 white 461% 47 53% five days from receiptof the book I will either return 
Flour, Minn. patent 8.25 8.50 8.75 » “tenis dion onl dation ©. S.penentene 
Coffee, No. 67 Rio 10 09% 06% must be —— yy remittance which will be 
‘ 7 " refunded if book is returned.) 
Sugar, granulated 05% 05% 08% , eet 
am 
Butter cream, 92 score 36 40 46 ’ (Please print) 
Eggs, fresh-gathered, per doz. 2614 251% 28 Address - 
Lard, Mid W 11.10 11.35 11.90 City State 
Pork mess 26.50 26.50 29. Business Connection 
Beef, family 17. 16. 25. 
Metals a Rae EY 
Iron 2x Phila. 21. 21. 27.50. 
Steel billets, Pitts. 28. 28. 38.50 | ET stickers colleé& your 
Lead 4.75 4.70 4.25 bi : . 
ills. fe - 
Copper 12.50 12.75 12.25 Ils E ective and = 
Tin 29. 29.12% 29, expensive. Write National 
Testiles Office for samples and price. 
Cotton mid, upland 17.85 18.25 12.15 
Printcloths .06 .06 0414 
1922 1921 
MARCH FEBRUARY MARCH 
Foreign Trade Exports $ 332,000,000 $ 250,000,000 386,000,000 
Imports 258,000,000 215,000,000 251,000,000 
Excess Exports 74,000,000 35,000,000 135,000,000 
Bank Clearings New York City 18,700,000,000 15,300,000,000 16,600,000,000 
Outside New York City 12,200,000,000 10,100,000,000 12,800,000,000 
Federal Reserve Banks Bills discounted 600,000,000 700,000,000 2,200,000,000 
Federal Reserve Member Banks Total Loans 10,800,000,000 10,900,000,000 15,900,000,000 
Failures Number 2,400 2,300 1,300 
Liabilities 71,600,000 72,600,000 67,400,000 
New York Stock Exchange Shares Nos. 22,700,000 16,100,000 15,900,000 
Bonds $ 418,000,000 309,000,000 222,000,000 
Stock Prices Closing ($ per share) 25 Industrials average 89.30 86.42 $3.34 
25 Railroads average 58.15 56.41 51.94 
Bond Prices Percent of par 71.85 70.71 59.21 
Building and Construction 293,000,000 177,000,000 164,000,000 
Coal Production (tons) Bituminous 50,100,000 . 40,900,000 30,300,000 
Anthracite 8,700,000 6,700,000 7,400,000 
U. 8. Steel Corporation Unfilled Orders (tons) 4,400,000 4,100,000 6,200,000 
Cotton in Bales Domestic Consumptio! 518,000 473,000 438,000 
Export 461,000 338,000 375,000 











The Membership Campaign 


Standing May 1, 1922 





Total 
No. New since 
Members Aug. 1, 
In April 1921 
Northeastern District (J. M. Connolly) 

New York 25 73 
Massachusetts 11 32 
Vermont 0 6 
Rhode Island 0 6 
Connecticut 0 5 
Maine 0 0 
New Hampshire 0 0 
36 122 

Eastern District (J. R. Hewitt) 
Pennsylvania 5 57 
Dist. of Columbia 19 37 
Maryland 3 33 
Virginia 8 14 
New Jersey 10 10 
West Virginia 0 5 
Delaware 0 3 
45 159 

Central District (D. W. Ahl) 
Missouri 51 144 
Ohio 20 134 





PROTECTION against loss from bad accounts and 
providing a service to colleé& those old accounts, notes 
and judgments you have charged to Profit and Loss is 





Michigan 18 80 
Indiana 0 36 
Illinois 0 13 
Canada 3 5 

92 412 


Northern District (Martin Larson) 


Iowa 19 102 
Minnesota 16 29 
South Dakota 2 8 
Wisconsin 0 3 
North Dakota 0 1 
37 143 
Southern District (Robt. Lienhard) 
Alabama 10 33 
Louisiana 0 24 
Arkansas 3 21 
Florida 0 15 
Tennessee 0 15 
Mississippi 3 14 
Kentucky 0 3 
Georgia 1 2 
North Carolina 0 2 
South Carolina 0 1 
17 130 


what we guarantee to do. 


Our guarantee is cash, too---not conversation. 


No commissions---you handle your own money. 


BRANCHES 
Brooklyn, N. Y. 
Chicago, Ill. 
Kansas City, Mo. 
Minneapolis, Minn. 





1026-30 TITLE GUARANTY BUILDING 
ST. LOUIS, MO. 


Agents wanted in other districts 


The Credit World 


Western District (J. W. Lewis) 


California 0 44 
Utah 4 12 
Nevada 0 0 

4 53 


Northwestern District (R. W. Watson) 


Washington 5 81 
Montana 2 32 
Oregon 0 12 
Idaho 2 5 
9 130 
Southwestern District (Adolf Grasso) 
Texas 32 7 
Oklahoma 2 48 
Arizona 0 
New Mexico 0 0 
34 146 
Midwestern District ( C. M. Reed) 
Nebraska 13 122 
Kansas 3 28 
Colorado : 1 22 
Wyoming 0 2 
17 174 


STANDING OF LOCAL ASSOCIATIONS 
IN MEMBERSHIP RACE 
Number of New Members since August, 1921 
Houston, Texas 


BRANCHES 
Memphis, Tenn. 
Cleveland, Ohio. 
Binghamton, N. Y. 
Des Moines, Iowa. 
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May York, No Ye csccsccceccedccccse 62 
Des Moines, Towa .........ccccccceees 60 
& Louis, Mo. ....... pisaeenstweawh se 58 
DN GN, UN 62s ckscncsccccneeess 56 


Lansing, Mich. 
BR, WOME, ccecccessbmecoasesesses 45 


NE: SD on ciacdiistew calnvitdewas 44 
ER, Wy Sccnisnssaweaeeann 37 
SE ME bests os ednneeasaonnon 34 


LS SO Seer eer reer er ee 32 


Birmingham, Ala. .......... s..see0- 29 
 MENEEL Cnc.cdenncd ness sscewares 28 
ee > 28 
Pewenport, TOWRA .......csccccccccsce 25 
Minneapolis, Minn. .................. 23 
SE ME reiktecsasntnscceuruwens 22 
Spokane, Wash. ..........0-..eeeeees 22 
Sea er ne 18 
SE ME ssheasindicvenscedewes 13 
EP rere re ey 11 
eee ee ee 10 
ee ees, COM. ois ccsen'cevicsseen 8 


WANTED FOR EMBEZZLEMENT! 














H. D. Marks, alias Philip De Bruin, in- 
dicted and wanted for embezzlement, wife 
and child desertion, may have assumed an- 
other name. 


DESCRIPTION 


Dark complexion brown eyes, black hair 
slightly streaked with gray, thick lips, scar 
under lower lip, large feet wears size 11 
shoes, height 5 foot 11 inches, may wear 
mustache, also wears glasses at times, wore 
blue serge suit dark brown overcoat. Age 
45. Occupation, general salesman. Poses 
as a Mason but has been expelled. Poses as 
very rich man. Jewish nationality. Arrest, 
hold. Wire Tom Pettit, Chief Detectives, 
Des Moines, Iowa. Wife writes that he is 
now using name Philip De Bruin. Has em- 
bezzled $8,000.00 from Davidson Furniture 
Company in Iowa. 

Arrest!—Hold and wire Tom Pettit, Chief 
of Detectives, Des Moines Iowa. 





SPECIAL WARNINGS 


Barnett, J. C., and Hoff, John E. 

We are informed a couple, who are evi- 
dently professionals, paid a visit to Wichita, 
Kansas. Understand they have operated in 
Oklahoma. They use checks on a neighbor- 
ing bank, go to a store, make purchase and 
tender check for larger amount than pur- 
chase. Woman is short and fleshy, about 40 
years of age, 150 Ibs., is untidy, dark blue 
serge suit, sailor hat. Man is about 35 
or 40 years old, dark hair, smooth shaven, 
wears coat and trousers of different color, 
they pose as working people, she claiming to 
be restaurant worker and he to sell articles 
on the street from a small grip stand. In 
Cushing gave name of J. C. Barnett, while 
in Wichita, checks were signed John E. Hoff, 
made payable to Mrs. Charles D. Hoff. 


Becker, M. F. 

This party we understand recently visited 
Beaumont, Texas, representing himself to be 
with Graham Soap Co., of Chicago, formerly 
with Kirk Soap Co., passed a number of 
checks, one on the Guaranty State Bank of 
San Antonio returned no account. He is 
about 45 years of age, weighs about 140 Ibs., 
5 ft. 5% in. tall. 


Benson, T. or Thos., or Benton, Thos. 
Party using this name recently passed 
checks in Chattanooga, Tennessee, on Ham- 
ilton National Bank, made payable to Lebron 
Engraving Co., signed by T. Benson, the 
check was supposed to be that of Hayes & 
Co, Accountants & Auditors. He is 6 ft. 
tall, slender, brown hair, freckled, teeth 
Prominent. Incessant smoker, woman sup- 
posed to be his wife with him, and her sis- 
ter his stenographer. Method of operation, 
opened office for “Hayes & Co.” Had sta- 
"onery engraved and paid for same. Later 





had other work done, gave checks, which 
were OK then presented check for $100.00 
then skipped town. Hayes & Co. supposed 
to be branch of Philadelphia and New York, 
but they advise he is not connected with 
them. 


Brady, Robert H. 

Recently a party applied for credit in St. 
Louis, giving the name of First National Ex- 
change Bank of Port Huron as references, 
their reply is as follows: “Do not know any 
such party, several checks have been pre- 
sented here drawn on this bank, which are 
worthless, as we have no such account, also 
other checks which we think is the same hand 
writing.” Be on lookout for this fellow. 


Burke, Robert M. 

This party we understand was formerly 
employed by the American Legion at Cleve- 
land, has left for parts unknown, he at one 
time was employed in one of the large De- 
partment Stores in Credit Department, very 
familiar with department store work, and 
may connect himself in this.line of work in 
some other city. He is 25 years old, 5 ft. 7 in. 
tall 140-150 lbs., dark hair. He is a very 
undesirable credit risk, also has issued sev- 
eral “Not Sufficient Funds Checks.” 


Cochran, John E., wife Gertrude M. 

Present address wanted, formerly lived in 
Lansing, at 1719 S. Cedar St. He is in Real 
Estate and Insurance Bus. also Automobile 
Salesman left over night supposed to have 
gone to either Harrisburg, Pa., his old home 
or La Grange, Ky., her old home. 
desirable Credit Risk. 


Very un- 


Dorgan, D. H. 
This party we understand is wanted in 


Pawhuska, Okla. Came there supposedly 
from California, obtained employment with 
Soderstrom Motor Co., stole several checks, 
printed but not signed, two he cashed before 
leaving, also several personal checks. He is 
about 6 ft. tall, weighs about 140 lIbs., slen- 
der with lean face, dark or rather dirty 
black hair. Wife with him, is a low chunky 
woman, about 140 lIbs., have a 2 year old 
baby, believed to be headed for California 
or Florida. 


Edwards, Lou. 

We understand a party giving this name 
and representing himself to be salesman with 
Beck Novelty Co., of New York, recently 
visited Little Rock, Ark., calls upon the Mer- 
chant, shows his samples then asks to have a 
check cashed. Checks drawn on Corn Ex- 
change Bank of New York, returned “No 
Account.” He is a young man, about 30 
years old, weighing about 165 lbs., 6 ft. tall, 
wearing salt and pepper suit. Be on lookout 


for him. 


French, J. E. 

One of our members is very anxious to lo- 
cate this fellow. Formerly lived in Decatur, 
Ill., was an Auto Mechanic, and Salesman, 
went from Decatur to Kansas City, Mo., 
lived at 4025 Highland Ave., K. C. At one 
time with the Pierce Arrow Motor Car Co. 
of Buffalo, also Jones Motor Car Co. of 
Wichita, Kans. If you have any informa- 
tion on this party, kindly advise National 
Office. 


Hanson, Wm. and Joe Louis. 

Understand two professional Check Artists 
were arrested in Indianapolis, Indiana giv- 
ing name of William Hanson and Joe Louis; 
warning had been sent that Stolen American 
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Express Money Orders were being circu- 
lated, so when a lady and gentleman pre- 


sented one for payment, suspicion was 
aroused; they left the Store but were captured 
after a chase, the lady escaped. Hanson was 
about 25 years of age, claims to come from 
Terre Haute, Ind. Louis is about 23 years 


old, and from Montgomery, Ala. 


Howe, J. D., alias Green, G. R., alias 
Moore, L. M. 

This party we understand is still working. 
Recently in Tulsa; Cashier Security National 
Bank has 9 checks ranging from $29.50 to 
$59.50 all figures ending in 9.50 and each 
bears a Rubber stamp for certification the 
same as Mesker Bros. Iron Co. checks. 
These checks come from Westfield, Mass., 
Rochester, N. Y., Springfield, Mass., all pay- 
able to L. M. Moore, dated April 1, 1922, 
and the name Bessemer Gas Engine Co., 
signed to them in ink. In the lower left 
hand corner is a rubber stamp reading “Coun- 
tersigned by I. or J. D. Romney written in 
with pen and ink, Sec’y.-Treas.” very similar 
to stamp used on Boatmen’s Bank Check. 
This without doubt is the same man. He 
is also still using the Boatman’s Bank of St. 
Louis checks for one cashed recently in 
Tulsa, made payable to J. D. Head, signed 
Mesker Bros. Iron Co. claimed to be buying 
Mdse. for S. E. Stevens in grocery business 
at Bristow, a nearby town. 


Newcomb, P. E. 


This party we understand was recently 
arrested in Ponca City, Okla., for passing 
worthless checks. Represented himself as 
traveling salesman for H. E. Reno Publish- 
ing Co., of Chicago, two checks drawn on 


Fidelity Trust & Savings Co. of Chicago. 
He is now in Newkirk awaiting trial, also 
understand there is a charge of gambling 
against him. He is tall and slender, small 
French mustache, about 30 years of age. 


Miles J. S. 

Be on lookout for party using this name, 
and representing himself to be general agent 
for Chaney Advertising Co., and selling 
calendars, he has no authority from said 
company to act as their agent. 


Monahan, Louis W., wife Muriel B. 

We are anxious to locate these parties, for- 
merly lived in Lansing, Michigan, moved 
to Toledo, Ohio, when in Lansing was with 
Reo Motor Car Co. Understand they are 
very undesirable Credit Risks. 


Ronald, S. La Faie 

Understand this party is now in jail in 
Orlando, Florida, claims New York his 
home, about 27 years of age. 


Owens, I. C. 

We are anxious to get in touch with this 
party understand recently heard of in Pase- 
dena, Cal. He is in habit of opening a Hotel 
and his wife tends same; he poses as auc- 
tioneer, Real Estate, also promoting a Patent, 
understand his son and a man named Wm. 
Kratzer works with him in a sort of con- 
fidence game. 


Parker C. A., or J. W. Martin. 

Understand a party recently visited 
Springfield, Mo., about 40 years old, weighs 
190 lbs., 6 ft. tall, broad shouldered, inclined 
to be rather stout, has peculiar speech, poses 
as railroad conductor, gave checks dated Au- 
rora, Mo., and drawn on the Peoples Bank 


of Aurora, payable to J. W. Martin and 
signed Aurora Marble Company, by C, A 
Parker, signature forgery. 


Roman, Alfred alias Jack Goodman and 
alias Jack Goodwin. 

This fellow was arrested in New Orleans, 
La., is a professional crook, he is charged 
with defrauding the mails with Frederick L, 
Matthews and Mathew Luther, also charged 
with $1,000,000, coal fraud; other com- 
panions of his are William Tapprich and 
Earl Howard. Understand they swindled 
Coal Dealers in New York, Boston, Cleye- 
land, Pittsburg, Brooklyn, Chicago, Toledo, 
Detroit, Scranton and Newark. 
interested, wire National Office. 


If you are 


Steele, J. V. 

A party giving this name is being held in 
Baton Rouge, La., for attempting to pass a 
worthless check. He is about 40 years of age, 
large frame, carpenter by trade, given to in- 
toxicants, boasts of being a Mason and shows 
Masonic emblem tattooed into right upper 
arm. 


Sudbury, Roscoe C. 

This party we understand recently visited 
Memphis Tenn. and left some checks behind 
him. One on Friendship Bank of Friendship, 
Tenn., signed Roscoe C. Sudbury, and an- 
other signed Sudbury Bros., drawn on Citi- 
zens Bank of Dyersburg, Tenn. 
formation that he recently operated a press- 
ing shop under the Florence Hotel at Bir- 
mingham, Ala., and formerly lived in Bir- 
mingham. We are desirous of locating this 
party. 


Have in- 








FORGED CHECK 
Reproduced herewith is a forged certified 
check which was cashed by the Gibson-Snow 
Co. Inc., of Rochester, N. Y. A number of 
these checks have been cashed throughout the 
country, all of them being forgeries. 
The man who cashed this check is de- 
scribed by the Gibson-Snow Co. as follows: 


About 55 years of age, gray hair parted in 


middle, wearing (at the time) Sheltex 
glasses, height about 5 ft. 6 in., weight 
about 140 pounds. 
This is undoubtedly the forger who is pic- 
tured on page 28 of the March Credit World. 
Also on page 8 of the July, 1921, issue 
is shown a forged check payable to M. G. 





Moore, similar in appearance to the above 
check and the description of the forger ® 
practically the same as the above. 

For sevetal years this man has evidently 
been passing worthless checks on retailers 
throughout the country. You may be the 
next victim!—Look out for this man—P¥ 
him where he belongs! 
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Walter, Anna D. 


Just to remind our members to be on look- 
out for this party and if you know her ad- 
dress to advise us. She works under Stenog- 


raphers League. 


Whiting, B. H., and wife, alias Verna 
McClean. 

These parties we are informed are profes- 
sionals, and warrants are out for their ar- 
rest. He is about 27 years old, 5 ft. 7 in., 145 
lbs, medium build, black hair, upper front 
teeth false, good dresser. Claims to be Com- 
mercial lawyer and to have conducted a 
Collection Agency in Toledo, O. She is 25 
years of age, 5 ft. 6 in., weighs about 130 Ibs. 
dark blue eyes, olive complexion, light brown 


hair, thin and bobbed, wears switches of black 


Abel, Elbert C., Idaho Springs, Colo., ac- 
countant. 

Addis, W. T., Valley, Washington, lumber. 
Formerly in Spokane in Real Estate Busi- 

ness. 

Andrews, Robert, Sport Editor Sioux Falls 
Press, Sioux Falls, $. Dakota. 

Allen, Dr. F. A., traveling eye doctor, 500 
East 8th St, Oklahoma City, Oklahoma. 
Supposed to have gone to Memphis. 

Annan, A. H., 3613 Gillen, Dallas, Texas. 

Baltimore, Frank R., 2010 Elm St., Cleve- 
land, Ohio. 

Bartsch, Frank J., 3783 W. 25th, Cleveland, 
Ohio. 

Barson, Mike, Austrian, Scranton, Pa. 

Bassanco, James, steelmaker, 208-3d Street, 
Warren, Ohio. Supposed to have gone to 
Youngstown, Ohio. 

Bates, Ralph, 2306 S. 8th and 1543 S. Side 
Ave., Lincoln, Nebraska. 

Baysinger, Jack, 1511 Evans, Pueblo, Colo., 
laborer. 

Benner, F. J., Gary, Indiana. 

Bennett, Frank C., Spokane, Washington. 
Bennett, Miss Nina, 1004 N. Carroll, Dallas, 
Texas. 

Beezley, Mrs. J. B., 1129 L, Lincoln, Nebr. 
Bennett, T. C., Denver, Colo., Tobacco 
Salesman for American Tobacco Co. 

Bette, Wm., 3017 Douglas Street, Dallas, 
Texas, 

Birdmstein, Miss Mable, 234 E. Haney Ave. 
Cleveland, Ohio. 

Blankenhorn, John W., 225 Cleveland, Spo- 
kane, Washington. Salesman American 
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Tobacco Co. 

Bliss, Commander Rodney M., 1070 East 99th 
St, Cleveland, Ohio and later 2085 S. 
Belle Ave., Cleveland, Ohio. 

Borsky, R. L., Tailor, Springfield, Mo. 

Brock, Harry L. Former addresses have 
been La Salle Extension University, Chi- 
cago, S. F. Bowser Co., Baltimore, Md., 
411 E. Maxwell St. Lexington, Ky. 

Browne, Gerry Edw., Spokane Bridge, Spo- 





31 





hair that appear natural, good looking, very 
attractive, usually wears grey camels hair 
coat. Have two little girls, one 2 years old 
and baby 8 months, establish themselves in 
an exclusive apartment house, then visit a 
number of Gents and Ladies Ready-to-Wear 
Stores, have goods sent C. O. D., present 
fraudulent check and mysteriously disappear 
night in a Willys Knight Touring 
Model 20, Serial 16416, Texas license 661977, 
this car was sold to Verna McLean in Wa- 
terville, Ohio, in September 1921, the Texas 
license was issued to Mrs. Verna C. McLean 
this year at El Paso, Texas. They register 
at leading hotels prior to securing apartment. 
Whiting calls on commercial lawyers and 
collection agencies with a view to establish- 
ing himself and handling claims, if success- 
ful will embezzle money obtained. 


over 


Addresses Wanted 


kane, Washington. His father is reported 
to be a prominent atty. and living in 
Rhinelander, Wisconsin. 

Brown, Annabelle, 1033 
Battle Creek, Michigan. 

Caldwell, Mrs. E. B., 800 N. Harwood, Dal- 
las, Texas. 

Carroll, Joseph, Green Gables Sanitarium, 
Normal, Nebr. 

Chambers, Mrs. C. F., 627 North Main St., 
South Bend, Indiana. 

Chapman, Luther E., Canton, Ohio. Sup- 
posed to have gone to N. C. working for 
some Railroad. 

Cochran, John E., 1719 S. Cedar St., Lansing 
Mich. Real Estate and Ins., also Auto 
Salesman. 

Compton, W. J., 
Texas. 

Corbett, W. S., New Orleans, La. Informed 
this party has gone to Jacksonville, Fla. 
Couch, S. E., 1820 Elgin St., Kalamazoo, 
Mich. Plumber, supposed to be in Cleve- 

land, Ohio. 

Curtis, E. E., 509 East 4th, Oklahoma City, 
Okla. Ran laundry at above address. 
Dietrich, Alex., 921 S Street, Lincoln, Ne- 

braska. 

Dodson, R. C., 615 N. Winnetka, Dallas, 
Texas. 

Douglas, A..L., 4309 Sycamore Ave., Dallas, 
Texas. 

Duke, J. W., 5211 Bridge, Cleveland, Ohio. 

Eble, Mrs. Silva, 325 North Notre Dame, 
South Bend, Indiana. 

Elliott, H. B., Havre, Montana, and Lexing- 
ton, Kentucky. Was Real Estate Man at 
Havre, Mont. 

Fansler, Mrs. Catherine, 1811 Orleans, Dal- 
las, Texas. 

Feller, Homer A., 209 Central Bldg., Pueblo, 
Colo. Solicitor for International Corre- 
spondence School. 

Foley, Dr. D. E., Nebr. State Bank Bldg., 
Lincoln, Nebraska. 

French, J. E., 916 Lincoln Ave., Decatur, IIL, 


Diamond Ave, 


3709 Colonial, Dallas, 





4025 Highland Ave., 
Auto Mechanic. 
Frey, Elmer, 532 9th Ave., Clinton, Ia. 


Fenton Melville, clo Grinnell Bros., Detroit, 
Michigan. 


Kansas City, Mo. 


Gassman, Mabel, 1223 Washington St., Lin- 
coln, Nebr. 

Georges, Chas., 1448 W. 25th, Cleveland, 
Ohio. 


Gillespie, John, 3421 5th Ave., S., Minne- 
apolis, Minn. 

Greene, J. C., Oak Lawn Inn, Dallas, Texas. 

Greenfield, H. H., 4017 Worth St., Dallas, 
Texas. 

Gleason, W. A., 1202 N. 19th St., Lincoln, 
Nebr. 

Goehler, E. B., 911 N. Second Street, Har- 
risburg, Pa. Later moved to Lenox Hotel. 
Traveling Salesman. 

Griffin, B. H., Helena, Nebraska. E. I. Du 
Pont de Nemours & Co., Lincoln, Nebraska. 
Last address. 

Hageness, Nels O., 3542 Lyndale 
Minneapolis, Minn. 

Hamburger, Mrs. Isaac, Brunswick Hotel, 
Boston, Mass., Hotel McCurdy, Evans- 
ville, Ind., Hotel Seilback, Louisville, Ky. 
Mr. Hamburger was connected with R. P. 
Hazzard Co., 119 Lincoln St. 
Mass. 

Heineman, Mrs. Paul, 5345 Pershing Ave., 
St. Louis, Mo. 

Hamilton, C. E., Springfield, Mo. Now sup- 
posed to be with Federal Acceptance Co., 
St. Louis, Mo. 

Hartline, S. Ebert. Supposed to be in De- 
troit, Michigan. Wife’s name (Annie). 

Harvell, Lee, Knoxville, Tennessee. Knox- 
ville Steam Laundry; now supposed to be 
Asst. Foreman in Laundry in St. Louis. 

Heineman, R. R., Piano Salesman, Sioux 
Falls Piano Co., Sioux Falls, $. Dakota. 

Holeman, Mrs. Mabel, 236 Lincoln Way 
East, South Bend, Indiana. 

Hoppe, A. C., 212 Broadway, Pueblo, Colo. 

Hottell, Mrs. H. M., 615 Rex Street, In- 
dianapolis, Indiana. 

Jacobs, W. F., Knoxville, Tennessee. Went 
from here to Nashville, later to Cincinnati. 
In Brokerage business. 

Johnson, W. Y. Working for Woolcox Sys- 
tem, Cleveland, Ohio. Supposed to have 
gone to Fort Collins, Colo. 

Johnson, Wm. F., 740 Capital Ave. Lincoln, 
Nebraska. 

Jones, A. C., Atlanta, Georgia. Office No. 
100 Woodward Bldg. Also Birmingham, 
Alabama. Mrs. Jones’ Home address was 
while in Birmingham, 1615 7th Ave., N. 
Birmingham. 

Jones, Geo. L., 3518 X, Lincoln, Nebraska. 

Jordan, Olivia, 1919 S. Akard, Dallas, Tex. 

Judge, P. E., 299 South 4th St., Memphis, 
Tennessee. 

Kakogean, Geo., Canton, Ohio. 
of him in Hamilton, Ohio. 

Kamp, Miss Ruby, Detroit, Michigan. 

Keane, M. K., Davy, Nebraska. 

Keegan, Frank, 13468 Clifton Boulevard, 


Ave., 


Boston, 


Last heard 














A Market 
of 
Proven Merit 


Have you any message for 
ten thousand retail store 
executives? 


These men, the readers of 
The Credit World, consti- 
tute a proven market for: 


Accounting Systems and 
Machines 


Adding Machines 
Addressing Machines 
Bookkeeping Records 
Business Books 


Business Training 
Courses 


Calculating Machines 
Check Protectors 
Credit Insurance 
Credit Systems 


Collection Services and 
Systems 


Dictating Machines 

Filing Devices 

Office Equipment and 
Furniture 

Office Supplies 

Store Equipment 


Typewriters and Supplies 


Increase your business by 
concentrating on your 
primary market. Write 
now for rates and further 
information. 


Advertising Department 


The Credit World 


Southern Pacific Bldg. 
Saint Louis 











Cleveland, Ohio. Formerly employed by 
Curtis Bros. Co.. New York, N. Y. 
Kleckner, Esther, South Berd, Indiana. 

Korovesis, Peter, 134 Broad Ave., 
Philadelphia, Ohio. 
ant Business. 

Laiken, Meyer, 1203 Clara Ave., St. Louis, 
Mo. Dressmaker. 

Levine, Sam, 3446 E. 117th, Cleveland, Ohio. 

Lively, C. V., Denver, Colo. Manager Sin- 
laire Rfg. Co. 

Lott, Leona, 1642 M, Lincoln, Nebraska. 

Mankle, George, 1327 L St., Lincoln, Nebr. 

Marnia, Tom, 3906 Carnegie Ave., Cleve- 
land, Ohio. Truck driver. 

Mathews & Paugakis, 7207 Wade Park, 
Cleveland, Ohio. Restaurant. 

Matz, Ethel, South Bend, Indiana. 

McClain, Henry, 301 S. Western Life Bldg., 
Dallas, Texas. 

McClelland, Mrs. L., 1623 E. St., Lincoln, 
Nebr. 

McDaniel, R. H., 3812 McKinney, Dallas, 
Texas. 

McDermitt, H. R., 145 S. 13th St., Lincoln, 
Nebraska. 

McDonald, 
Wright. 

McKinney, Jas. D., 532 W. 8th St., Dallas, 
Texas. 

McLeish, Mrs. Geo., 90 Morningside Drive, 
N. Y. City. 

Middlemass, T. K., Vancouver, B. C., North- 
some Trust Company. Brother of Rev. W. 
S. Middlemass, pastor of Knox Presbyter- 
ian Church of Spokane. 

Miller, Forrey G., Yakima, Washington. 
Painter, Wapato. Reported to have gone 
to Sacramento, Calif. 

Mitchell, E. H., 2611 Marshall St. N. E. 
Minneapolis, Minnesota. 

Monahan, Louis W., 1423 Broadway, Toledo, 
Ohio. Moved from Lansing last fall. 
When in Lansing he worked for Reo Mo- 
tor Car Co. 


New 
Generally in Restaur- 


Neil, Steilacoom Wh. Mill 


Moore, Henry M., Marshall, Texas. 
Machinist. 

Morris, Mrs. Grant, California. 

Murray, O. L., St. Louis, Mo. Traveling 


with Hosiery line, formerly was with 
Whitaker Sales Co., Decatur, IIl. 

Patterson, Clarence H., Springfield, Mo. 
Salesman. 

Pierce, Ray, 1406 Peach, Lincoln, Nebr. 

Popean, Tom., R. F. D. No. 47, Box 66., 
Dayton, Ohio. 

Powers, Carl C., Springfield and St. Louis. 
Probably will be found connected with 
some storage battery company, Springfield, 
Mo. 

Purnell, R. R., 1000 N. Edgefield, Dallas, 
Texas. 

Reed, Clyde, Girard, Pa., Box 80. 
maker. 

Reed, Miss Ruth, 1136 Lincoln Way West, 
South Bend, Indiana. 

Ritchie, Wm., Elkhart, Indiana. 
Writer. 

Sager, Arthur N., East St. Louis, Circuit At- 

torney. 


Steel- 


Newspaper 


The Credit World 


Sanbern, D. N., 832 First Ave., Dallas 
Texas. 

Sare, L. E., Havelock, Nebr., Grand Island, 
Nebr., & 1221 P St., Lincoln, Nebr. 

Scott, T. H., 4471 Olive St., St. Louis, Mo, 

Sears, D. M., Fort Wayne, Ind. Connected 
with D. M. Sears Products Co. 

Seavoet, Miss Beulah, 125 S. Franklin §t, 
South Bend, Ind. 

Shreve, Ed., College View, Nebr. 

Snavely, P. D., Yakima, Washington. Bond 


Salesman. Last address Provo, Utah. 

Sperry Chas. A., O. L. D. Hotel, 10914 Sioux 
City, Iowa. 

Theaharapulus, Nick, Canton, Ohio. A 
Greek, supposed to be in Bridgeport, 
Conn. 

Tolson, Mrs. C., 708 4th Ave., Dallas, 
Texas. 


Travis, Mrs. L., 2526 N. Grand Ave., St. 
Louis, Mo. 
Tucker, J. L, 

Texas. 

Tucker, W. F., Washington, D. C. 

Turpen, C. A., or M. L., 422 4th, Pueblo, 
Colo. 

Wallis, B. G., Columbia, S. C., Atlas Port- 
land Cement Co. Was in Birmingham 
with Burroughs Adding Mach. Co., then 
went to Columbia, S. C. 

Webster, L. D., Eldorado, Arkansas, 
Formerly President of the Southern Rose 
Oil and Gas Co. 

White, S. A., Youngstown, Ohio. 

Wittensten, C. S., 1417 Bennett Ave., Dal- 
las, Texas. 


4124 Cole Ave., Dallas, 








Are Your 
Collections 
SlowP 


Our 
‘Aids To Collection”’ 
_ Will Assist You— 
Promptly, Efficiently 





E can furnish you ‘‘Credit Safe- 

guard’’ inserts in a convenient 
size for enclosing with your statements. 
The wording is dignified and impersonal 
and stresses the importance of prompt 
payment of bills as a credit builder. 
Printed in two colors—$2.00 per thou- 
sand—Special prices on large quantities. 
Samples will be gladly sent on request. 





RETAIL CREDIT MEN'S 
NATIONAL ASSOCIATION 


SOUTHERN PACIFIC BUILDING 
ST. LOUIS, MO. 
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It Saves The Adding Cost 


No matter whether the work is billing, or ledger posting, or state- 
ment writing, or any other branch of bookkeeping, the time saving princi- 
ple of the Remington Accounting Machine is always the same. It 
combines two operations, writing and adding, in one. Thus it eliminates 
the separate adding and saves the separate adding cost. 


For every purpose it is the complete machine. No supplemental 
operations of adding, checking or proving are ever required. 


REMINGTON 


Accounting Machine 


For Bookkeeping in all its branches 
Send to us for our illustrated “Something New and Better.’’ It 


tells you all about the new Remington Automatic Lock Proof of Clearance— 
the latest advance in bookkeeping. 


REMINGTON TYPEWRITER COMPANY 
374 BROADWAY NEW YORK 


Branches Everywhere 
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Rand Specialists adapt Rand Credit | 
Equipment to meet Your Needs 


HEN the Rand Credit Specialist in your city is called in to analyze your credit 
W record problem, he will base his recommendations solely upon your needs. He will 

make a thorough survey of your requirements, gain a complete knowledge and un- 
derstanding of your problems, then, backed by the thirty years’ experience of the House of 
Rand—he will make his recommendations. 


Among the leading types of Rand Visible Equipment recommended in the solution of credit 
record problems are the following: 

Rand Traco Cabinets similar to that shown in the Best & Company installation pictured 

above. 

Rand Revolving Stand Equipment such as is used in many large and small establish- 

ments. 

Or he may recommend the Rand Unit Desk Stand the panels of which are referred to 

like a bookkeeper’s desk. 
But whatever his recommendations, remember, they are based on an analysis of your prob- 
lem and with the intent of successfully and permanently solving it. 
Call in. the Rand Specialist in your city and ask him to analyze your eredit record problem. 
It costs nothing for an interview or survey and may be the means of checking thousands of 
dollars in losses thru bad risks. Or write directly to the address below for complete infor- 
mation on your problem. 


RAND COMPANY, INC., Dept. C-5, North Tonawanda, N. Y. 


Branches in 52 principal cities 


Business Control Thru 





YOU PUT YOUR FINGER ON IT 
INSTANTLY—BECAUSE YOU SEE IT 





Come to Cleveland June 12 to 15, 1922 
While there make the Rand Exhibit your Headquarters 

















